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Ethernet 

..** ? - in PACK 


If you love GVC modems... You will love GVC LAN 


CYC 


f offers a complete line of Ethernet 
products including a variety of 16-bit 
ISA, 32-bit PCI, Plug 'n Play, high 
performance, low cost, NE2000 & NE2000+ compatible 
Ethernet cards. All GVC Ethernet cards support both 
Coax & 1 0BaseT, feature diagnostic LED's and a boot ROM 
socket. Available in a single pack and a convenient six pack. 

For those looking to connect to a notebook, GVC offers 
two different pocket and PCMCIA adapters. The pocket 
adapters connet to an Ethernet network through the 
parallel port and support both Coax & lOBaseT— one 
model features a pass-through parallel port. There are 


two kinds of GVC Type II PCMCIA adapters, both support 
Coax & lOBaseT, one is a combo 28,800 fax modem. 

GVC offers a wide variety of hubs including the new 
pompact 5-port and 8-port SOHO lOBaseT series that 
are ideal for the small office or home office. In addition 
the existing 8-port and 1 6-port hub's are best suited for an 
office enviroment, All GVC hub's feature a complete set 
of diagnostic LED's, one TP cross k 

lover port and one BNC and/or AUI 
connector (except for Sport model) for s Jj?!~ V 
hub-to-hub daisy chain connections. \ !! h , uns wi ,h 


GVC offers a 5-year parts & labour warranty and Canada-wide 1-800 technical support. 
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Supercom 


Vancouver Tel: (604) 276-2677 Fax: (604) 276-0807 
Toronto Tel: (905) 415-1 166 Fax:(905)415-1177 
Montreal Tel: (514) 335-1 166 Fax:(514)335-9326 

Nationwide Toll-Free Inquiries 1-800-949-4567 




Solutions In 
Computer Distribution 


IS BIG ON 

M^jor 


® 

... AND VICE VERSA. 


• Enhanced IDE interface ■ 

• Logical block addressing to 

break the 528MB DOS barrier * 

• PIO transfers of 1 6.6 MBytes/Sec ‘i 
on certain models 

• DMA multi-word transfer support 

• Compatibility with ATAPI devices 

• MaxCache multi-segmented, 
workload-sensitive buffer maximizes 
throughput for sequential operations 


• Industry leading reliability 

• Whisper quiet operation 


Featuring 

MAXTOR 7000 Series 
with EMPAC'S 
Power Pricing 


MAXTOR'S 3.5" 
hard drives include: 


• Quick and easy installation 


• "No QUIBBLPService" 





Call Today : 

Toronto Head office 
168 Konrad Cr. 
Markham, Ontario 
L3R9T9 

TeL (905) 940-3600 


Montreal office Vancouver office 

3381 Griffith St. 3691 Viking Way, Unit 4 

St. Laurent, Quebec Richmond, B.C 

H4T1W5 V6V2I6 

TeL (514) 345-9000 TeL (604) 821-0177 
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Why Not Deal With The Biggest? 


Buying parts the usual way? No-name brands of no known origin. No assurances of reliability or compatibility. No support. That’s no way 
to build a comp liter. Much less a business. Switch to Acer components. Every Acer product meets the toughest quality standards in the 
industry. And that includes just about every kind of component your system needs. From monitors and keyboards to motherboards, sound 
cards, chassis, and CD-ROMs, AccrOpcn lias it all! .And you'll rest easy knowing every Acer component works together. It’s proven every- 
day. As a matter of fact. Acer built the world’s filth largest PC company around these parts. At Comtronic, we’re your one-stop Acer 
source, Our warehouses arc packed to the ceiling with Acer quality products. And all at prices dial figure to leave you plenty of margin. 
' ‘ * - iw for quality’ and quality that adds up. 
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0-297-5505 Today For An Authorized Comtronic Distributor Near You! 
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EDITOR'S DESK 


Opportunity persists for the brave 


We've all heard ihai 
much-loved parable of 
ihe half-glass of water, 
but why not swirl it 
around again — - with a 
channel twist, please. 

The down-trodden, 
pessimistic reseller, 
faced with such pres- 
sures as excessive competition, liny margins 
and uninspired staff looks at the proverbial 
glass, and says: "This glass is half-empty." 

On the other hand, the second reseller, 
an optimistic holding-on-type, smiles, con- 
templates the glass and counters: "No. this 
glass is half-full." 

That's all well and fine, and no doubt 
we all applaud the second party for their for- 
titude and good-will. 

But wait, there's yet another reseller at 
this party. This cheeky person takes a look at 
that glass, and sees an opportunity. Before 
the others think of it. they snatch up the 
glass, mix a fabulous secret-recipe drink, top 
it with exotic fruit, and sell it for a hefty 
profit. Then, quickly, before the me-toos 
find some more glasses, our friend reseller 
sets up a business, expands the drink line, 
researches gourmet pies and muffins, and 
grabs a strong foothold on the market. 

Get the point? 

It may be overly simplistic, but such is the 
nature of parables. And the point is — some- 
times it's just loo easy to get caught up in 
staring at the facts-of-life: the computer 
industry is competitive: margins are often 
small: vendors and distributors are most 
concerned about their own profits: and cus- 
tomers are looking out for themselves. (Of 
course, part of the solution comes from 
embracing those givens: carve a niche: add 
value: establish mutually beneficial partner- 
ships; and truly service your customers.) 

But more importantly yet, ask yourself 
— yearly, monthly, weekly and daily — 
where is the opportunity? 

This issue, our test labs examine and 
compare the latest in Pentium Pro systems, 
in "Driving the Dream Machines" (page 32). 
Edward Trapunski in "Multimedia mania — 
is this the big year?" (page 5 1 ) discusses the 
technologies and opportunities surrounding 
the multimedia market. Jeff Evans in "It 
Takes Two To Tango" (page 18) examines 
the technologies shaping the emerging com- 
puter-based videoconferencing market, and 
columnist Alan Zisman takes a frank look at 
Windows NT 4.0. (page 47). 

This industry of ours moves incredibly 
quickly. Leaving aside for the moment the 
challenges of slaying current and moving 


old inventory, the fast-page of information 
technology means continuous opportunity. 
As emerging technologies open new mar- 
kets. enable new applications and change the 
way society itself functions — opportunity 
abounds for those farsighted enough, and 
bold enough to seize the (toy. 

This month, in “The Independent 
Retailer — A Special Breed?” (page 14). 
Paul Weinberg examines some of the perti- 
nent issues facing independent retailers, and 
more to the point looks at how some 
Canadian resellers are rising to the challenge 
and finding success, in spite of today's tough 
market conditions. 

In today's market, one of die biggest 
forces shaping change has to be the Internet. 
As the popularity of the Internet started to 
swell, we all heard dirS warnings about 
direct-to-user software safes cutting out the 
reseller. And. indeed | it's happening. 
Moreover, the Internet is easing the commu- 
nication process between ihe vendors them- 
selves and the end-users, j foretelling easier 
direct sales of hardware as well. 

But — the Internet is also driving the 
sales of systems, peripherals, software, net- 
working products and training as consumers 
and businesses are clamoring to hook up to 
the wired world, and are demanding ade- 
quate technology to do the; job properly. This 
issue, in "The Internet Impact" (page 26) by 
Paul Lima, we see that some of you are carv- 
ing your mark on cyberspace, following 
opportunity. Boldly go. 

We at Canadian Computer Wholesaler 
are also pressing forward. 

You have no doubt] noticed changes 
going on here over the past few months, and 
will see more over the coming issues, as we 
strive to deliver a product that best meets the 
needs of you. our readers. We'd love to hear 
from you and truly value your feedback and 
most importantly your Suggestions, as to 
what types of information, news and fea- 
tures will best serve your jieeds as Canadian 
resellers. You can mail on fax us your com- 
ments, or E-mail me directly — at 
gracec® netcom.ca. 

Meanwhile, let us encourage you to 
contemplate the opportunities that present 
themselves — whether that means develop- 
ing expertise in an emerging technology, 
engaging in unlikely but profitable business 
partnerships, or finding (some whole new 
slant on customer service! 

Because, after all is said and done — it 
matters little whether that (glass is half full or 
half empty. Rather, the question is: What can 
you do with that glass? 

Grace Casselman 
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PUBLISHER'S DESK 



How to succeed 


in computer reselling 


Alright. I admit it. This is an overstated title lor 
a column. This space is too short to do the sub- 
ject justice, and no one really knows all the 
answers to success. I have however observed that 
a number of people start into reselling with just 
a love of computers and not much else. 


Sailing with the wind 

When I was a teenager, my friend and 1 set out to 
sail a little sailboat on Okanagan lake in the B.C. 
interior. We didn’t have any training and really 
didn't understand what was happening with the 
wind. We just saw that if you put up the sail, the 
boat would move in the direction the wind was 
blowing. We flew along for awhile shrieking and 
howling as we moved rapidly through the water. 
Everything seemed great. Then we got to the end 
of the lake and tried to figure out how to get 
back. Not really understanding the basics of 
tacking, we ended up stuck and eventually cap- 
sized and had to be towed back to dock soggier 
and no wiser about the ways of the wind. 


Which way does the wind blow? 

I observe, in my capacity as publisher of The 
Computer Paper and Canada Computes! titles, 
that there arc a number of people who get into 
computer reselling without much more training 
than when my friend and I jumped into that sail- 
ing boat. With our publications in all major mar- 
kets across Canada, we get a good cross section 
of resellers doing advertising in our publications 
to get to their target markets. Although it is not 
an absolute indicator, advertising in one of our 
consumer-oriented publications is often a sign of 
life for a reseller in the major markets. 

There arc a wide range of durations to 
advertising campaigns for distributors, manufac- 
turers and software developers. Their campaigns 
are based on product cycles. As the cycle begins, 
they launch campaigns. When the product wind- 
ing down they stop their ads until they have 
something else to promote. 

But most resellers live to sell and tend to 
run their ads consistently, month after month, 
issue after issue. When they stop advertising, it is 
often because the company is closing or going 
bankrupt. 

Not to minimize the difficulty of working 
in the current low-margin environment, it would 
seem that some would-be resellers' business fail- 


Monitor 

Some people think 
cine. With your 
you go to the doctor, 
time a problem 

health bv eating 
resellers need to 
involved in the 

Knowing the basics 
learning to monitor 
blood pressure and he 
These days there 
to getting a business < 


- yourself 

accounting is like medi- 
if you have a problem 


if accounting 'is like- 
own caloric intake. 


courses. A full 
MBA degree may 
engaged in your bus 
pie who have gone 
tive MBA degree and 
business. 

It is unfortunate 
starting their own 
business training is 
lum in high school 


alternatives 
. There are many 
;es that offer short 

if you are already 
. But I do know of pco- 
for an intensive cxecu- 
it invaluable to their 

with so many people 
these days, basic 
part of the core curricu- 


know how to do a 
figure out their 

some of the 
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Personalities Play a Bole in 


m 

Customers look for demon- 
strations of a dealer's abili- 
W / ty to address their most 
l_^ x S important issues. 

If they're service-focused, they will 
query you about warranties, service policies 
and so on. Naturally, many customers are also 
price-focused. It's been said many limes 
before, but it's worth repeating: listening 
carefully is your most effective selling tech- 
nique. Watching closely too. can be a strong 
indicator of personality types and where in 
the "sales cycle” your customer is. 

1 am reminded of an article I read a few 
years back, in which a British magazine 
graphed the kind of treatment they got (while 
posing as customers) and the deals they were 
offered after one. two. three or more times 
into a store. I believe the basic principle 
works in virtually all selling scenarios. 


by Graeme Bennett 


It went lil 






Those who raised issues during their 
second visit that the salesperson was unable 
(or appeared unwilling) to Address, are usual- 
ly going to go elsewhere pr. an on-the-ball 
retailer will be call them tack with a timely 
answer and overcome all their objections. 


The third t 
e. where the 
gler's instinct will try for 


the Sharp Pencil 
Who has the hag- 
and usually 


The first lime, a customer (qualified 
using whatever variant of the "needs, budget 
and timeline" line of questioning works for 
the situation) gets a salesperson's standard 
deal and suggested system. 

This might be slicker price, or some- 
thing close to it (and we’ll assume that the 
system is an appropriate one for the cus- 
tomer's needs and budget). Because many 
people are shopping around, the magazine 
found that the good deals didn't (and 
shouldn't) usually fall from the tree immedi- 
ately. The better the salesperson can over- 
come all the customer's objections, the better 
the chance of closing the deal, but many peo- 
ple won't commit on a first meeting. 

It's The Dance, and they are just eyeing 
the prospects. Answering all questions (I have 
found the Internet to be a good resource in 
nearly any category) and building rapport 
with the prospect is the salesperson's best 
strategy. With a business card and a quote in 
their hand, the customer is out the door. 

When the Customer Comes Back 

When the customer seeks out the salesperson 
for the second lime, eyes will of course light 
up — they've come back! 

These customers generally fall into two 
categories: they wanted to ask about some- 
thing. or they wanted to ask for something. 

Assuming their remaining questions can 
be satisfactorily answered, the customer who 
moves to strike a deal now often asks for or 
responds well to a perk: “Throw in the soft- 
ware. and we've got a deal." In other words, 
this is the “buy now bundle" that motivates 
many value-oriented shoppers. 
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obtain — the "manager's test deal." Whether 


But what about those people that still 
won't bite? According to that British maga- 
zine. those who came back a fourth time are 
rightly regarded as time-wasters, and aren't 
likely to buy. 

Leverage the Customer's Enthusiasm 

The most effective salespeople are those who 
participate in — and leverage — the cus- 
tomer's enthusiasm for the product category 
they have expressed interest in. 

In my store, I kept a huge library of 
demo disks, sample print-outs, and resource 
materials that I could pull like a rabbit from a 
hat to address my customers' specific ques- 
tions as precisely and efficiently as possible. 
These days. I often use the Internet Search 
engines as an additional tc|ol for information 
acquisitions. You will undoubtedly have your 
own tools and methods. You should be able 
to easily spot the customers who have a little 
extra time and delight in indulging in a tech- 
nology demonstration or application demo 
that ignites their imagination. 

Customers focused ! on price/perfor- 
mance issues typically use a "bell curve” line 
of questioning to determine their best set of 
choices. "What do I get with the next model 
up?" and that sort of thing; 

Most customers are Remarkably consis- 
tent in their patterns. By determining your 
client's basic personality type, you can better 
understand them. Now, I'm not going to delve 
too far into simplistic pop psychology here, 
except to say that body language and personali- 
ty types can be strong indicators of how your 
customers like to be deal! with. Uncertainty, 
impatience, and other statek have strong body 
language indicators. 

There is evidence to‘ suggest that even 
the way a person's eyes shift as they arc 
speaking tells a lot about their mental state. 
Practitioners of the theories of neuro-linguis- 
tic programming have pointed out that look- 
ing to the left is usually an indicator of work- 


Buying Process 


ing from memory, while looking to the right 
suggests a creative thought. Others have 
noted that much can be gleaned from the way 
a person moves their body during a conversa- 
tion. People send fairly obvious messages, 
the theory 1 goes, and respond well to others 
who send compatible signals. 

While it is not my intention to suggest 
that people are as one-dimensional as any 
superficial observation might suggest, the 
problems of toxic personality conflicts are at 
the root of most sales that fall through. Some 
people are visually focused, and may say as 
much with comments such as “I see." and 
"I've been looking..." These people respond 
well to demonstrations, data sheets and 
brochures. 

Others are the listener type: "1 heard..." 
and so on. The listener likes to be listened to 
while he or she states their requirements and 
concerns in detail. 

Others are conceptualise, who tend to 
express themselves in ideas. ("I think..." and 
"What do you think?"). Like listeners, con- 
ceptualise prefer explanations over dcscrip- 


Others are emotive, and tell you how 
they feel. These people want no-hassle solu- 
tions. and prefer low-stress experiences. 

Consider a few things: each of these per- 
sonality types has an opposite. 

There are customers who are negative 
visual types (odd fashion statements, etc.). 
There arc people who don't listen well. An 
anti-conccptualist tends to be strongly prag- 
matic; a concrete and linear thinker. 

And of course, there are anti-emotive 
types who are shy. passive, or who have diffi- 
culty in expressing themselves — at least at 


Keep in mind that almost everybody is a 
mixture of more than one personality type. 
Although there will always be consumers who 
arc naive, and easily 
“sold." the new breed of 
shopper is savvy 
enough to recognize a 
salesperson's ploys to 
extract information. WAY) 



Graeme Bennett i 
the managing editor 
of The Computer 
Paper ; and is a 
former computer 
reseller. Based in 
Vancouver he can 
be reached at 
graeme@tcp.ca. 




with such features as a large 11.3" SVGA or I2.r XGH 
Active Matrix LCD screen. Infrared port for wireless com- 
munications. Pentium CPU. 6x CD-ROM drive. Glide Pad 
Finger Mouse, and brilliant multimedia stereo sound sys- 
tem, Sharp Electronics is writing the next chapter in note- 
book computing. 

introducing the Sharp PC-9050 and the PC-9080 state-of- 
the-art. high-performance, notebooks— multimedia solu- 
tions your customers can take on the road! 


Designed and manufactured by Sharp— that means 
proven reliability backed by national service support net- 
works. incentives and our experience that only the leader 
in mobile technologies can provide. We not only give 
your customers high performance notebooks, but give 
you the tools to make profitable sales and post sales sup- 
port like the Sharp Rapid Exchange Program. 

we're looking for resellers to be part of the Sharp Team. 
Commuted to providing value, high performance, power 
and technologies virtually unmatched by the competition. 


SHARP 

FROM SHARP MINDS 
COME SHARP PRODUCTS ' 


Pro-Data Inc. 

6-854 Marion Street 
Winnipeg, MB. R2J 0K4 
Tel: (204) 231-0590 
Fax: (204) 231-0480 


NDUSTRY FLASH 


Bay Networks buys LANCity 
in USS59 million purchase 

Bay Networks officials have announced plans 
to acquire LANCity. pointing to the US$59 
million purchase of the cable modem maker as 
a move that will benefit both vendors, while 
ultimately helping to lower prices on data 
access to the Internet by businesses and con- 

During a teleconference. Bruce Sachs, 
vice-president of Bay Networks' lniemctfTcIccomm 
Business Unit (ITBU). said that the LANCity 
acquisition is consistent with Bay Networks’ 
goals of providing virtual private networks 
(VPNs), as well as end-to-end networking 
with "edge" connectivity to all access tech- 
nologies. 

Bay Networks, he noted, already provides 
edge access to technologies such as frame 
relay and ISDN (integrated services digital 
networks), for example. 

The large cable infrastructure already laid 
down in the U.S. was originally conceived of 
only for "entertainment" purposes, Sachs 
acknowledged. But now. he added, the cable 
TV entertainment industry is reaching a "satu- 

Meanwhile. 15 per cent of the U.S. popu- 
lation today is responsible for 75 per cent of 
Internet usage, he said. Power users of the 
Internet are now looking for faster means of 

It is now feasible for Bay Networks and 
LANCity. working together, to develop stan- 
dards-based technology that will enable 
14Mbps Internet access over existing cable 
plants, Sachs told the analysts and reporters. 
By building volume, the two companies will 
help to drive down prices, asserted Bay 
Networks' Sachs. 

LANCity. he reported, will have access to 
all of Bay Networks' resources, including 
Bay's worldwide sales force. 


Merisel will sell European business to CHS Electronics 

Computer distributor Merisel line, said it 
addition to its Latin American and Mexicj 
about US$160 million. 

CHS is acquiring a business that employs about 1.000 people and is expected to earn about 
US$1.5 billion in revenue in (996, officials said. 

The deal is expected to close at the end of September or as soon as all conditions to closing arc satisfied. 

Merisel's distribution businesses in Austria, France. Germany. Switzerland. The Netherlands, and 
the United Kingdom are included in the sale. An export operation that serves Latin America from 
Miami, along with a distribution operation in Mexico, are also involved in the deal. 

CHS spokesperson Craig Toll said some layoffs are expected, mainly in the back office and ware- 
housing portions of the business it is buying. He also said some consolidation is expected to occur, 
because Merisel and CHS offices overlap in five European markets. 

Merisel officials said it will use the cash from the sale to pay down debt as well as fund its remain- 
ing North American businesses. 

Earlier this year. Merisel pulled out of the Australian market, to everyone's surprise. Merisel's rival 
in that market. Tech Pacific Holdings, bought Merisel's operation and promptly closed it. 

Now Tech Pacific holds the lion's share of the information technology distribution in Australia. 


Novell's CEO Frankenberg resigns 

Novell Inc.'s board ofj directors has 
announced that Robert J. Frankenberg has 
resigned as the company's ; chairman, presi- 
dent. and chief executive officer (CEO). 

While the company hasj already begun a 
search for a new CEO it has named board 
member John A. Young, a past president and 
CEO of Hewlett-Packard Co., the new chair- 
man of the board, and Joseph A. Marengi. pre- 
viously executive vice-president, worldwide 
sales at Novell, its new president. 

Frankenberg was with Novell almost two- 
and-a-half years, during which time the com- 
pany bought, and then st|ld. WordPerfect. 
After joining the company as president and 
CEO in April. 1994. he was appointed chair- 
man of the board in August of the same year. 

The purchase and subsequent sale of 
WordPerfect is sometimes used as an example 
by some observers of a company that has been 
lacking in direction and focus. Also, increased 
market competition and lackluster revenue 
growth could have been a factor in the sur- 


his position as CEO 

prise move, say some analysts. 
But Novell's official line is 


it the ; 


lysts and obsei 
Frankenberg. who actually joined Novell after 
the WordPerfect purchase was announced, has 
been instrumental in the company's return to 
its emphasis on networking software after the 
sale of the company's personal productivity 
products, such as WordPerfect, and its Unix 
software. 

Peter Troop, a spokesman for Novell, said: 
“The board and Bob Frankenberg agreed that it 
was the right time for him to leave. There 
aren't differences in strategy, there aren't dif- 
ferences. they are issues which relate to short- 
term issues with the company. What this is 
about is a kind of unfolding of the refocusing 
of Novell's network software." 

He continued. “John Young has talked 
about the board seeing an opportunity for new 
leadership that aggressively takes advantage of 
the market opportunities within the networking 
market- place.” 


Spider Technologies is now Netdynamics Inc. 

Looking to leverage off a successful name brand. Spider Technologies 
Inc. is changing its name to Netdynamics Inc. The company helped bring 
Java to business applications with its Netdynamics as rapid applications 
development (RAD) tool. 

The company says it will continue to follow its original mission state- 
ment which outlines the development of software tools that can improve 
the way businesses and individuals interact with information on the Web. 
Primarily. Netdynamics concentrates on software developers who want to 
bring commercial-grade Web/database applications to market. 


Zack Rinat. Netc 
"The Web represents 
into the 2 1st century. 


tief ex 


nost important medium for enterprises to move 
try. In a world where business structures and technolo- 
gies are in flux, we hope to serve as a foundation for companies to grow 
in this dynamic world. Our new name reflects this vision." 
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Window 
To Your 
Mind’s Eye 

Samtron's 17" monitors offer pictures so crisp, so clear, they 
truly provide a window to your mind's eye. Winner of Byte 
Magazines Best Monitor Overall for Image Quality award, praised 
by Windows Magazine (“You'll Like What You See”) and highly 
recommended by PC Digest & Ratings Report, Samtron’s 17" 
monitors offer flicker-free resolution, sharp edge-to-edge focus 
and energy-saving features perfect for the home or office. 

And they just got better. Our next generation of 17" monitors, 
the SC-728FXL and SC-726GXL, feature digital on-screen 
controls, ergonomics and 15.7" viewable, flat-square screen 
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displays with fine dot pitch. Plus, they’re both Plug & Play 
compatible making them ideal for use with Windows 95. In 
addition, both models offer Dynamic Focus for maximum clarity, 
INVAR Shadow Masking for increased brightness with less 
distortion and a ClearScreen Coating'" which reduces screen glare, 
eyestrain and fatigue. All this, and a limited 3-year warranty, at 
pleasantly competitive prices. 

For more information on these models and our full line of 14." 15" 
and 20" high-quality monitors, contact Samtron today. We'll open 
up a window of possibilities, and give your mind's eye a bener view. 
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Sony brings the Web to any TV 

Sony Electronics said it will join the likes of 
Philips Consumer Electronics Co.. Zenith 
Elecironics. and Gateway 2000 [NASDAQ:GATE] 
with a product that will combine World Wide 
Web browsing capability with a television signal. 

But Sony's product will be a bit different 
from most of its competitors in that its set-top 
box will work with any TV. 

Sony's new box, called the Sony WebTV 
Internet Terminal model INT-WI00. will roll 
out next month, according to Rick Clancy. Sony 
spokesperson. 

Clancy also said that electronics retailers are 
so excited about the new product, they encour- 
aged the company to introduce the terminal a 
month earlier than Sony had planned. 

Sony's terminal is a low-profile device that 
is designed to be unobtrusive on the TV, and to 
co-exist with cable TV boxes and even satellite 
systems. The unit's 33.6Khps modem lets TV- 
Web surfers connect at the highest speed possi- 
ble with an analog modem. Clancy added. 

The Sony WebTV Internet Terminal is espe- 
cially designed to work with TVs that have 
Picturc-ln-Picture capability, so that if a Web 
address pops up during a program or commcr- 


samc time as the Web site is mentioned. 

Sony's terminal is also equipped with Web- 
filtering SurfWatch software, to prevent kids 
from viewing inappropriate material. 

Other features include pentonalized E-mail 
addresses and up to five user profiles per house- 

Options lor the INT-WI09 include a wire- 
less infrared keyboard, and a Winter adapter for 
use with popular PC printers. | 


Intel, Cisco shows 'Net multimedia 

Andy Grove, chairman and CEO of Intel Inc., 
recently outlined technology designed to deliver 
full multimedia content over existing customer 
lines. Now. Cisco Systems I no. and Intel joined 
with MCI to announce the components neces- 
sary to begin trials. 

Grove said the computer Industry docs not 
hnvc to wait for cable modems, digital sub- 
scriber lines (DSL), or fibre-optic lines to sup- 
ply high quality multimedia cpntcnt. He admit- 
ted any of the three technolodes could possibly 
provide a faster and belter Intomct experience in 
the future, but (he Internet community docs not 
have to sit and wail for those developments to 
have a better Internet experience. 


To that end. Intel and Cisco arc providing 
standards for the Internet backbone and desktop 
computers which will allow- the existing system 
to deliver full multimedia content. 

A new version of Cisco s IOS (Internet- 
working operating system) incorporates Intel's 
IP (Internet protocol) Multicast. Resource 
Reservation Protocol (RSVP) and Real-Time 
Transport (RTP) specifications. Cisco IOS and 
Intel's PC-RSVP form a client/server environ- 
ment which allows video, high-quality uudio, 
document sharing, and live conferencing to 
transmit across today's Internet. 

Grove also announced a new “hybrid appli- 
cation" which would load a certain amount of 
data on a desktop or serv er hard disk and reduce 
the amount of transmitted data of an 
Intemct/intranet application. Hybrid applica- 
tions play a significant role in the development 
of this software-enhanced system. 

What does PC-RSVP mean to the average 
desktop computer'.’ 

in the first half of 1997 customers of MCT's 
Internet service should have video, audio, 
and live conferencing streaming across their 
desktops. At the same time, other Internet 
service providers should be moving in the 
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Pentium* to 166 MHz! 


I's Quake hits retail with a shareware version 

(Software's widely anticipated retail roll-out of its hit game Quake is 


tnhution program that will cut the retailer out of a significant portion of the 
sale, gainers can buy low-cost shareware for under US$10. which can be 
upgraded directly fntm Use company for US$45 plus shipping. 

The USSIO shareware version includes about one-quarter of the full ver- 
sion. and can be bought at computer stores, music outlets, bookstores, mass 
merchandisers, video rcntul outleLs and for the even convenience stores. 

David Cole, president of game research company DEC Intelligence, said: 
'This is the most anticipated title of the year. It lias all the makings of a huge hit." 

"But when all is said and done the most imponanl aspect of Id's 
announcement might be the distribution deal. Retail margins are vety thin 
aqyway. and this system cuts the retailer out of most of the sale. If it works. 
Irxik for this to be the standard way popular programs are sold, and tliat is not 
good news for the mainline retail industry." 

The retail launch of Quake marks the first time that Id has distributed their 
own title under lire Id label. The shareware version of Quake has die full ver- 
sion encrypted on the CD-ROM. After purchasing lire shareware CD-ROM. 
garnets wishing to purchase the full v ersion can call Id to get a code to unlock 
tile nest of the game. 


Netscape integrates Macromedia technologies 

Netscape Communications Corp. says its latest licensing agreement w ith 
Macromedia Inc. will provide Internet users with a more animated, 
graphical electronic world. In what it calls a "comprehensive licensing 
deal." Netscape has agreed to integrate Macromedia's Shockwave plug-in 
and Fireworks technology into future versions of Navigator. 

Some day in the future, the Internet is expected to be interactive tele- 
vision with full motion video and users playing an active role. Before such 
uh Internet arrives to the average computer desktop, today's Internet has 
to evolve. Netscape suys the next step is a full integration of multimedia 
technologies which for now means sophisticated audio, great graphics and 
better video. GHH 
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The independent retailer — 
a special breed? 

Making it all alone is a challenge at the best of Mines. 
What does it take to truly succeed as an independent? 

by Paul Weinberg 


For the small independent computer 
retailer — competition is fierce, from all 
directions — including other independents, 
direct vendors sales, the computer chains, 
and the electronics superstores. But despite 
the trials and tribulations inherent in going it 
alone, some Canadian retailers aren't just 
holding on — they're finding success and 
carving a firm foothold in their own mar- 
kets. 

Imagine, for example, having a second 
generation of customers coming through 
your doors. Well, that has started to happen 
at Markctron. a small independent PC retail 
store in the downtown Toronto business dis- 
trict. "I had someone come in whose father 
had bought his first PC here 15 years ago." 
says owner Ric Denda. 

With five per cent of independent 
retailers going under every year according 
to retail analyst John Winter, it is unusual to 
meet someone who can boast about having 
been in retail solo since 1975. 

A Winning Strategy 
Denda's explanation is that his multi-mil- 
lion dollar operation has not succumbed to 
the relentless price-cutting for PCs endemic 
in this industry. He remembers arguing to no 
avail with one owner that it makes no sense 
to sell products at a loss in the vain hope that 
it will be made up in sales volume, particu- 
larly when the competitors are increasingly 
superstore and mass merchant chains. "I had 
discussions with a friend in the industry 


who went from zero to SI 2-million [in gross 
sales] and then went bankrupt. You can't 
survive on five per cent margins." 

The Markctron owner made a decision, 
early on. that he would rather charge a little 
more than the chains but focus aggressively 
in the areas where they could not compete 
— customer service and depth of product 

Denda has for a long time concentrated 
on selling portable PCs from laptops to 
palmtops. He says he is able to have on dis- 
play in his shop perhaps up to 50 models of 
laptops from all the major vendors — IBM. 
Compaq. Apple and NEC — which is a lot 
more than what is normally on view in the 
superstores and mass merchants. 

“If you saw one of our 
stores, they’re 30,000 
square feet in size. 
You wouldn’t call us 
independent anymore.” 

— Peter Parrish 


But not all independent PC retailers 
are saavy enough to follow this recom- 
mended path for survival, according to 
Michael O'Neil. International Data Corp. 
(Canada) Ltd.'s senior vice-president, con- 
sulting services. 


Their owner-operators, he says, tend to 
be "tech-heads" who have a deep under- 
standing of their products, but are poor in 
terms of the retailing fundamentals, of 
which service is but one important compo- 
nent. On the other hand, he adds, "chains 
understand the business of retail." 

The Customer Service Debate 
Further flying in the face of accepted wis- 
dom. O'Neil also states that independents 
are not necessarily any better in terms of 
customer service than the chains. 
Independents are fine for walk-in traffic, but 
"the level of service provided [by them] is 
not good enough to attract repeat business." 

While independents represent 40 per 
cent of all computer retailers in Canada, the 
IDC analyst expects this S2-billion sector to 
shrink following a major shake-up in the 
industry. 

Yet. this market is still valuable enough 
to entice the major distributors. Merisel and 
Ingram Micro to embark upon marketing 
support programs for independent retailers. 
Merisel's national sales director of retail. 
David Kukowski. says independent retail- 
ers' lack of access to marketing and co-op 
programs is an important reason why they 
are "being eaten alive" by the chains. 

Independent retailers who stop trying 
to “imitate" the chain stores and offer some- 
thing different will thrive, even in the most 
unlikely locations, says retail analyst Susan 
O'Dell, president of the Mississauga. Ont.- 


WHOLESALER October 1996 nap- 




£ 


COLORS IN ACTION 






based Service Dimensions Inc. 

She maintains that personal service and 
after-market support can be the strongest 
suits held by the independents and is not 
likely to be matched by chains. "Nobody but 
the independent retailer can get to know the 
local market." O'Dell urges independent 
retailers to step outside their stores and take 
a close look at how small stores in other 
areas of merchandising are managing to stay 
above water. 

Yet. there are also factors beyond the 
reach of the independent, says the 
Markham. Ont.-based PC sales channel 
expert Bob Pritchard, president of R.J. 
Pritchard & Associates. 

He notes that the modest size of the 
independents often shuts them out of vol- 
ume discounts provided by manufacturers 
and distributors to the bigger retailers. 
Electronic Distribution 
In addition, the increase in the electronic dis- 
tribution of software products via the Internet 
takes away what has been a good market for 
independents up to now. says Pritchard. 

His advice is for independent retailers 
to shift their focus and even their identity. 

"An independent retailer” is a negative 
word as far as Peter Parrish, manager of the 



In $M 

IDC Canada Channel Definition: Dealers take deliv- 
ery of packaged products and resell them to end 
users with little or no modification. 


Vancouver-based Doppler Computer 
Superstores is concerned. “It's where we 
were six years ago." he says. 

After the original owner sold the busi- 
ness. Doppler then expanded into three 
stores, one in Vancouver and two others in 


Calgary. "If you saw one of our stores, 
they're 30.000 square feet in size. You 
wouldn't call us independent anymore." 
says Parrish. 

In Vancouver, "the little guys are drop- 
ping fast and furious." he adds. 

From his perspective, independents do 
not tend to last. They start off with an entre- 
preneurial zeal but something happens 
along the way and they 'lose interest or 
money and the business shuts down. If the 
outlet is profitable and has title to a valuable 
street location, the owner-operator sells it 
eventually to a large, more management- 
focused operation. 

The Franchise Option 
Others like Garry Harlliit manager of a 
MicroAge franchise store in Pembroke in 
the Ottawa Valley and a former independent 
dealer describes his own transition as a mat- 
ter of "maturation. It was the only way to 
rise above the normal Mom and Pop store." 

It was in his sixth y ear in operation as 
an independent that Hartlin. then the owner 
of Hartlin Computers, found himself stuck 
business-wise and unable to expand. 
Fortunately, he had sufficient experience to 
qualify to become a MicroAge store. 

"Hartco (the Canadian franchisor for 
MicroAge) does not take 'virgin stores. It 


Business in Canada, 1995 

The three Dealer Channel segments are: 

Corporate Dealers - resell to FP1000 companies, 
have an outbound sales focus, land organizations 
are often also involved in systems integration (GE 
Capital. SHL Computer Innovations Division). 

PC Specialty Dealers are generally small spe- 
cialezed (computer only) store-front operations 
servieg small/medium businesses and home con- 
sumers (Compucentre, Mac Warehouse) 

Retail & Mass Merchants are lirge store-front out- 
lets serving the mass market and carry a range of 
products in addition to computers (Future Shop. 
Radio Shack). 

wants stores with a track record." 

As an independent, his applications to 
become the authorized dealer for IBM. 
Compaq and Apple had all been tumed- 
down. But as a MicroAge dutlet. I lartlin had 
no difficulty winning formal relationships 
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with all three vendors. 

That was two years ago and Hartlin. 
whose operation grosses about $ 1.6-million 
in annual sales, has not regretted the move. 

One of the advantages of being a 
MicroAge outlet, he says, is that he is not 
subject to any rigid sales quota set by the 
Montreal-based Hartco. As a franchisee. 
Hartlin gave up producing his own line of 
assembled PCs. "It came to a point when it 
was difficult to source components." 

It may be that Hartlin fell isolated as an 
independent retailer up against several com- 
petitors in a sales territory of about 40.000 
people. A sense of "family" exists among 
MicroAge dealers who meet twice a year in 
conventions and discuss common problems 
without feeling competitive and nervous 
with each other. 

Small-town loyalties towards local 
computer dealers do not appear to exist in 
these price-sensitive times, says Hartlin. 
"People will go to | nearby) Ottawa just to 
save S20 if they can." 

Small and Loving It 
Yet. some computer dealers are happy to 
remain small and retain their individual 
identity. “We don't expand for the sake of 
expansion." says Richard Lau. the owner 
and operator of the Boss Computers store in 
Calgary, in business since 1985 and employ- 
ing eight people. 

Situated in an industrial area with a 
warehouse, this multi-million operation 
includes small-and-medium-sized oil and 
engineering firms among its clientele, most 
of whom are repeat customers. “They are 
our bread and butter." says Lau. 

Among its specialities is network 
installation, but the store also sells fax 
machines and cellular telephones. 

Boss has one outbound sales rep. but it 
relies mostly on word-of-mouth for its business. 

What is Lau's secret ? It is not very mys- 
terious. he answers, explaining that a retailer 
has to be flexible and be willing to keep up 
with trends. “You can't be stagnant." MM 

Paul Weinberg is a journalist specializing in 
high-technology reporting and business, 
based in Toronto. 
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VIDEOCONFERENCING 


It Takes Two To Tango 


The videophone is coming! The videophone is coming! 
(But it's not here yet) hy Jeff Evans ^ • 



In one of Scott Adams’ Dilbert cartoons, the 
prototypical nerd Dilbert comes home with 
the first videophone in town.' He shows it 
to his dog. Dogbert. and then hooks it up. 

Much time passes, without much hap- 
pening. As the episode ends. Dilbert mutters 
hopefully. 'I think I saw something.’ 

This sums up in a nutshell one of the 
main impediments to the field of teleconfer- 
encing. to both resellers and end-users. Not 
many are hooked up yet. The future success 
of a videophone market will depend on 
there being a reason for enough people to 
share Dilbcn's optimism to kickstart this 
market. This article will look at some of the 
opportunities and challenges of the video- 
conferencing or videophone market. 

The Future Through The Past 

Dick Tracy, the detective hero of the funny 
pages, has had a wrist TV for decades. 
Science fiction movie heroes and villains 
have had videophones since the 1940s. 
Telecom companies have featured video- 
phones in their display booths at World’s 
Fairs and trade shows since the early '60s 
(the concept of the videophone has been 
kicking around AT&T’s Bell Labs since at 
least 1954). 

In spite of all the optimistic predic- 
tions. prototypes and fantasies, though, who 
do you know who actually has a video- 

Rather than being a cheap, simple to 
use. mass market commodity, two-way 
video communication has remained a rarity 
in everyday life. 

High-End or Hacker Hobby, 
and Not Much In-Between 

High quality two-way video is available, but 
up until now it has tended to be neither sim- 
ple nor cheap. Teleconferencing services arc 
offered by commercial A/V firms for busi- 
ness meetings and press events, but even 


with the most sophisticated 
staff and equipment, the results 
can be awful. 

At a recent teleconference 
to announce a donation by 
Stentor to help digitalize! the 
national archives, a group in 
Toronto was supposed to be 
linked to groups in Ottawa, the 
Maritimes and the U.S. However, the event 
was less than successful with vague fig- 
ures on giant screens fading in and out, 
silently waving their arms, or the screen 
going blank while distorted voices and stat- 
ic roared from the speakers. 

Even when things gd mostly well, if 
one has watched these videoconferencing 
events from behind the Scenes, there is 
almost always a gut-wrendhing moment of 
"techno panic" when the satellite link is 
down, or the network isn't handshaking, or 
the sound is off, or something. And for all 
this trouble, there is typically a high cost in 
terms of money and time to arrange each 
teleconference. 

There has been plenty of good 
research by Canadian enterprises and uni- 
versities in teleconferencing. A lot of useful 
knowledge has been gained through efforts 
such as Northern Telecom's Visit product 
and research programs such as the 
University of Toronto Telepresence Project, 
the McLuhan Program's distance education 
seminars, and the Ontario! Science Centre’s 
Jason Project. 

Yet all these efforts have yet to result in 
a consumer electronic product. 

The Consumer Front 

For relatively modest costs. Internet enthu- 
siasts can cobble together a system of video 
cameras. PC video capture boards and soft- 
ware that will provide a crude videophone 
capability (such as CU-SeeMe). The main 
drawbacks are the amount of tinkering 


required, the modest speed and quality of 
the results, and the lack of real technical 
support. As well, the average modem speed 
of 28.8Kbps puts an upper limit on the 
potential for improvement. 

Shareware or bargain basement video- 
phone systems arc not going to attract much 
loyalty from either resellers or demanding 
consumers, though they may help pave the 
way for more acceptance of the videophone 
concept. 

A Lot of Noise on the Web 

A search of the World Wide Web turned up 
6.836 Web pages dealing with videophones, 
and 44.290 dealing with videoconferencing. 
There is a great deal of interest in two way 
video in universities, both as a research pro- 
ject. and as an aid to educational communi- 
cation. In terms of commercial systems 
being used, discussed and promoted, sever- 
al offerings stood out in terms of end user 
interest. 

AT&T Videophone 

The multinational telecom giant AT&T 
actually released a commercial video- 
phone product, in 1992. along with a large 
scries of evocative ads promoting its 
vision of a connected, multimedia world 
of the future. A portion of the lavish and 
very interesting AT&T Web site deals with 
the AT&T Videophone, and what is signif- 
icant is that all of the press material on the 
product dates from the period from 1992 
to 1994. 
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VIDEOCONFERENCING 



AT&T majorly promoted (he 
Videophone during this period, giving 
hundreds of them away to customers 
ranging from elementary schools to pro 
football 
0 teams. and 
offering to 
rent them to 
families scat- 
tered across 
the country to 
stage virtual 

None of this 
seemed to 
generate much 
excitement. 
The quality of videophones over regular 
analog phone lines just wasn't good 
enough, when combined with the rela- 
tively high cost and complexity, as well 
as the nobody-else-has-onc syndrome, 
to get many people to buy into the con- 
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system also has been recently enhanced 
to use up to 768Kbps in line speed, to 
give top quality. 30 frames per second 
two-way video. PictureTel's products 
arc aimed at corporate users with high 
o WHOLESALER October 1996 snp./w>v«aw r*gcom 


bandwidth nctworkJ connections, good 
technical skills, andia lot of money. The 
top of the line systems cost from 
US$34,000 to USS39.000. plus the 30 
frame per second acceleration option 
(US$7,500). 

Perhaps realizing that this level of 
product price/perfohnance is likely to 
appeal only to the ihigh end corporate 
niche, on June 19, PictureTel 
announced a standards-hased. software- 
only videoconferencing product that 
operates over regular phone lines. 

PictureTel acquired the rights to 
Vivo Software's teleconferencing soft- 
ware. which allows multimedia PCs to 
be used as videophones. The software 
is intended to be bundled with compat- 
ible PC systems. ltj remains to be seen, 
as usual, how many PC users actually 
take advantage of tnis capability. 

Intel ProShare 

One rather surprising contender in the 
videophone race is the chip making 
giant. Intel. Some cynics have claimed 
that Intel only g<t* into the two-way 
video business to provide a compute- 
intensive application that would drive 
customers to buy more Pentium and 
Pentium Pro CPUS. However. Intel has 
a legitimate interest in expanding its 
activities to gain a foothold in the world 
of telecommunications (the company is 
a major manufacturer of chips for 
modems and other communications and 
networking devicei). 

ProShare is a well-engineered 
product, which has. according to a 
Canadian distributor, doubled its sales 
over the last year. ProShare is relatively 
easy to install and maintain, and is well 
suited for PC use® who have ISDN or 
LAN connections.! 

CorelVideo 

The most impressive Canadian devel- 
oped product for two-way video on a 
PC is also from a : somewhat surprising 
source. CorelVIDEO. a system from the 
company that created the popular 
CorelDRAW suite, is an analog switch- 
based video system which provides high 
quality full motion video within a local 
environment, and decent video over 
home ISDN. WAN or satellite based 
connections. The product line includes a 
CorelVIDEO switch device, a video 
connect console, an interface card for 
PCs, and the CorelCAM video camera. 


The CorelVIDEO system can be 
used as a two-way videophone, or for 
multi-point conferencing, as well as 
video mail, file transfer, telephone fea- 
tures. and reception of regular televi- 
sion signals. 

Other Contenders 

Distributors report some interest in 
other two-way video systems, such as 
the Conneclix videophone, and a 
Creative Labs videophone offering, but 
they also say that most of the business 
they see is driven by individual cus- 

It seems there isn't enough margin 
or market to attract the interest of many 
specialized dealers or VARs for the less 
common PC videoconferencing devices. 

The Future 

It's apparent from talking to resellers 
and users that the videophone market 
has been helped considerably by the 
advent of inexpensive ISDN service in 
some parts of Canada, and the increas- 
ing power of inexpensive PCs. 

The technology is getting easier to 
use, thanks to the money spend on 
R&D by companies like PictureTel. 
Intel and Corel. What both resellers and 
end-users want in a videophone, how- 
ever. is appliance-level simplicity, and 
image and sound quality (hat compares 
to cable TV. This is not available at pre- 
sent. but may be achievable over the 
next several years. 

From a very small base, sales of 
videoconferencing and videophone 
products are growing steadily even 
given the current limitations. If die pre- 
sent trends continue, then over the next 
few years. Dilbert may actually have 
somebody to talk to on his videophone, 
and resellers may discover a major new 
opportunity in the personal computer 
market. H52J 


Product information on the Web: 

http://www.picluretel.com 
http://www. vivo. com. 
http://www.corel.ca 
h ttp://www. Intel, com 


Jeff Evans is a Toronto-based journalist 
specializing in high technology. 
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ISDN 


may solve bandwidth ills 

by Jim Chow 


Even ihe fastest modems over standard tele- 
phone wire are just not always enough for 
some of your clients, as today's Web sites fea- 
ture video clips, large sound files, plus major 
download offerings. Moreover, the true 
promise of technologies such as videoconfer- 
encing will only be realized by higher-speed 
connections. 

Hence, the appeal of Integrated Services 
Digital Network (ISDN) — a catch-all term 
used to describe a group of telephony com- 
munication standards used around the world 
that provide access to fully digital telephone 
communications networks. 

ISDN is faster than normal telephone 
lines and cheaper than dedicated leased lines, 
and is used to carry voice and data (video, 
graphics, sound) digitally over telephone 
lines. Some applications for ISDN include 
videoconferencing, high-speed database 
access and image retrieval, telecommuting, 
teleradiaology and other medical uses, distant 
learning, and remote control. 

ISDN's digital signaling is faster than 
analog signaling, which has to be converted 
to digital for transmission through the digital 
network. It has fewer errors, retransmissions, 
or attempts to send lost data and has a clearer 
signal — which translates into higher data 
quality, more reliability, much lower call set- 
up time and this adds up to much faster com- 
munication speeds. 

ISDN protocol standards are defined by 
the Telecommunications Standards Bureau 
(formerly the Consultative Committee for 
International Telephone & Telegraph or 
CCITT). of the International - 
Telecommunications Union or ITU. Protocol 
standards are known by the acronym ITU-T. 

Switched-64 service uses a 64Kbps 
architecture of the telephone network for data 
and voice transport. European and Pacific 
Rim countries offer Switched-64 and it is 
becoming more common in North America. 
This service is available in two flavors. BRI 
(Basic Rate Interface) and PRI (Primary Rate 
Interface). 

BRI is what most people refer to when 
they arc talking about ISDN. BRI is the most 
common and affordable, it has two 64Kbps 
channels, called B or bearer channels, for 


transporting data and one 16Kbps channel, 
called D or signaling data channels, for con- 
trol. Tile two 64Kbps channels can be joined 
or inverse-multiplexed to give 128Kbps 
throughput. (PRI access lines each have 23 
64Kbps data B channels and a single out-of- 
band signaling D channel of 64Kbps.) 

An ISDN Basic Rate Interface (BRI) 
line can be split up into two channels to han- 
dle different types of data from different 

BRI gives the user two unique telephone 
numbers. The user could talk on one channel, 
and have the other send 'E-mail or fax or 
voice. ISDN handles any type of transmission 
signal — voice, data, studio-quality sound, 
full motion video, animated or still images, 
graphics. Anything that can be converted to 
digital signals. ISDN can! transmit at high 

At 128Kbps. ISDN BRI is more than 
four times as fast as a 28.8 modem. But note 
— even though the ISDN user may have fast 
access to the 'Net — actual speed depends on 
how busy the Web server is on the Web site 
being browsed — and the; speed of connec- 
tion of that server to the Internet. 

One area where faster transmission 
speeds will be evident is when ISDN is 
deployed over a wide area network. 

ISDN and Videoconferencing 
Videoconferencing is one (of the uses often 
mentioned for ISDN because of the large 
amount of data sent. Generally speaking, 
videoconferencing uses either one BRI line at 
128 kbps or three BRI line* at 384 Kbps. 

James Robertson of Adcom Inc., a 
Vancouver-based ISDN Videoconferencing 
integrator, said there is no audio improvement 
with faster ISDN access, but the faster ISDN 
provides a faster refresh rate for the video sig- 
nal — which gives bettei* motion handling 
and a smoother image for those watching. 

The speed needed depends on what the 
user wants to do. and depending on what they 
want to spend. For example, a full T-l con- 
nection provides 1.544Mbps for video. But if 
there's not going to be much movement going 
on. the faster connections may not be needed. 


Some ISDN uses: 

▲ Videoconferencing 

▲ Fast Internet access 

▲ Medical imaging 

▲ Teleradiaology 

▲ Distance education 


There are systems on the market which 
can dynamically allocate bandwidth accord- 
: ing to die type of image quality required. If 
the subject is moving fast then it steps up the 
bandwidth for the video portion and when the 
o is subject is less dynamic, it steps down. 

Gandalf ’s 5242i Edge Router, for exam- 
ple, allows the user to send a fax, talk and 
transmit and receive data all at the same time, 
automatically allocating bandwidth on the 
appropriate channel to do these tasks. 

In the world of medicine, specialists 
may be physically some distant away from 
both patient and attending physician. By 
using ISDN lines, results from diagnostic 
procedures can be sent quickly and viewed by 
specialists and attending physicians in wide- 
spread geographical locations. 

In the publishing world, images for 
- inclusion of printed materials or proofs must 
be sent quickly for approvals. By having 
some ISDN lines, images can be sent direct to 
: the desktop and approved quickly. 

In real estate, photos and documents can 
, be sent to potential buyers who could be con- 
tinents away in the comfort or their office or 
home. Real estate agents and brokers can 
reach a market larger than the immediate 

Distant learning can take place where 
the teacher is on one coast operating a com- 
puter on the other coast while students from 
around the country are listening in. Large 
images, sound and data can be shared in 
^ almost real time. 

ISDN-based remote control of equip- 
ment using monitoring devices is being 
developed and implemented. For example — 
such systems arc being used for temperature 
control of rooms and lab processes, livestock 
feeding, and dispensing products. MY i 
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Getting a rush on the industry. Matsushita 
Electric Industrial Co. has announced its first 
digital video disk (DVD) players. 

The company will start selling two DVD 
players and a TV with integrated DVD player 
later this year in Japan. 

From Nov. 1. the company will sell the 
DVD-A100 and DVD-A300 players. The 
units will be capable of playing back pre- 
recorded DVD video disks, audio compact 
disks (CDs), and video CDs. The players will 
be priced at 79,800 yen (US$737) and 98.000 
yen (US$905). Matsushita has set combined 
monthly production at 30.000 units. 

The company says it plans to announce 
North American shipping dates at a later time. 

Both the A100 and A300 machines can 
play DVD video, video CD. and audio CD 
disks. Outputs from the units include line 
level video, digital audio. S-video Y/C. and 
an RF output terminal present on the A300 
model only. Both units include a headphone 
connector and a microphone connector is 
included on the A300. 



AST Research Inc. took another step closer to 
being a fully controlled subsidiary of the 
Korean giant Samsung. The company 
announced the resignation of senior vice- 
president and chief financial officer Joseph E. 
Norberg. and “temporarily" replaced him with 
long-time Samsung executive Won Suk Yang. 

This move comes just weeks after AST 
CEO Ian Diery was replaced by Young Soo 
Kim, a former vice president at Samsung 
Electronics. 

With Won Suk Yang replacing Norberg 
all of AST’s major executives are from 
Samsung. Kwang-Ho Kim. president and 
CEO of Samsung Electronics, was elected as 
chairman of the board of AST in June. 

AST has been struggling for the last 18 
months. Samsung had put over $600 million 
in the company, and with losses continuing, 
will have to put up more before it is all 
through. Samsung now owns or has options 
for 49.9 per cent of AST's outstanding shares. 

Norberg. 49. who served as CFO since 
May 1996. said he left AST to pursue other 
business interests. 

AST says it is starting a recruitment 
search to fill the open CFO position, and Won 
Suk Yang will only hold the position in the 
interim. He is already an AST director, and 
has served in various senior level positions 
within the Samsung. 



Disk drive manufacturer Seagate Technology 
says the increasing use of on-line and multi- 
media applications is pushing demand for 
more data storage. 

Coupled with the demand for bigger and 
faster hard disc drives. Seagate is improving 
its product features. These include magneto- 
resistive (MR) drives, which shields the disk 
from harmful magnetic fluctuations, and 
Proximity Thin Filter Heads! which improve 
the disk's read and write capabilities. 

Seagate predicts that as the market 
grows, costs will plummet. 

“Worldwide the storage market has 
grown, with the density of the drive increas- 
ing by 50 per cent,” said Tim Chan. Seagate's 
senior director of Asian sales. “And the cost per 
megabyte is reducing by 40 per cent every year." 


[ Cisco claims to offer the first on-line 
Chines^anguagecustomersupport 


Trying to strengthen its presence in the 
People's Republic of China (PRC). Cisco 
Systems, Inc. has unveiled the PRC's first 
Chinese-language World Wide Web customer 
support site. 

The new Cisco Connection Online 
(CCO) site, based in Beijing, offers users in 
the PRC free access in their own language to 
the same information and services available 
to Cisco customers globally. 

According to Cisco, the service uses an 
intuitive Chinese language user interface and 
database that Cisco says should resolve more 
than 75 per cent of all common network 
issues and problems experienced by Cisco’s 
Chinese customers. 

Beth Frensilli, a spokesperson for Cisco, 
said: “Cisco is connecting the support site 
directly to Chinanet. the China's national 
Internet backbone. This will allow Cisco cus- 
tomers in China to eliminate the expense of 
toll charges typically incurred by PRC users 
when accessing Internet sites outside the 
country.” 

Cisco first entered the China networking 
market in 1994 with the opening of an office 
in Beijing. The company has subsequently 
opened offices in Shanghai. Guangzhou and 
Chengdu. Recently the company has worked 
on a new intra-governmental network that 
will link all of the country's state ministries 
and provincial capitals to the State Planning 
Commission. 

In Cisco’s own words, “The new net- 
work will be an important tool in the central 
planning and fine tuning of the economy." 



Individual users of the Internet in Singapore 
may not be able to access the latest on-line 
images from Playboy, but those at major cor- 
porations and large companies will find no 
restrictions to their World Wide Web surfing. 

The Singapore Broadcasting Authority 
(SBA) has clarified its restrictions and said 
those with leased line access to the Internet 
will be free of any regulation. 

For the rest of Singapore, the new regu- 
lations require all Web browsing to be done 
through proxy servers — computers that sit at 
the Internet service provider (ISP) and act as 
a go-between for Web surfing. 

Under the system, users' computers con- 
nect with the ISP computer rather than direct- 
ly with the Web server on a distant site. The 
proxy server will then return a copy of the 
page, already stored in its cache, or contact 
the service and get an updated version of the 
page. Using a proxy server means it is possi- 
ble to monitor all Web surfing and block access 
to certain sites deemed unsuitable by the SBA. 

Businesses had objected to their Internet 
use running through a proxy server, both for 
privacy and, primarily, for reasons of speed. 
Proxy servers can sometimes result in a slow- 
er response. 



More than 7.2 million units of Sony's 
PlayStation have now been sold worldwide. 


Computer Entertainment America, a unit 
of Sony Corp.. has declared its PlayStation 
games console “the most successful next gen- 
eration video game system." 

The system went on sale a year ago in 
the United States and has sold two million 
units since that time. Software sales have 
reached “approximately” nine million units in 
the same period in the U.S. market, said the 
company, which is hoping to boost sales fur- 
ther with the September- launched “Crash 
Bandicoot" — a 3-D character-based plat- 
form game produced by Sony Computer 
Entertainment America under licence from 
Universal Interactive Studios Inc. 

PlayStation first went on sale in 
December 1994 in Japan and has since 
achieved sales of 3.8 million units. In Europe 
1.6 million consoles have been shipped. 

A product currently available in Japan 
called “Net Yarouze” will soon make its way 
to North America. It is a complete program- 
ming package that allows users to create their 
own PlayStation games. HSS 
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With Accton it’s that simple! 


Hi ts your current Ethernet Network got you pulling 
your hair out? Ts it too slow? Is it too troublesome to 
upgrade ? Accton 's Fast-Ethemet family of products 
has the answer. Accton will give you high performance 
without the hassles! 



Our Products are fully compatible with all existing 
Ethernet networks. Designed for Plug & Play 
installation, upgrading is easy. Accton Fast Ethernet, 
Switches, and Routers give immediate performance 
gains without additional infrastructure expenses. 



For more information on our Fast Ethernet Cards. Hubs 
and Routers, call your Canadian Accton Distributor 
today or visit our web-site. 


L1 t 

Just right for workgroups 


TIC DATACOM CANADA 
Tel: (604) 608-0288 
Fax: (604) 608-0286 


ACCTON CANADA 
Tel: (604) 214-0768 Fax: (604) 214-0728 
URL: http://www.accton.com.tw/ 
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Sony Corp.'s decision to delay the launch of 
its DVD players until spring next year may 
not solely be due to market considerations. 
Industry source, close to the DVD consor- 
tiums. have suggested that technical problems 
may lie at the root of the decision. 

Sony has announced it will launch DVD 
players in spring. 1997. while most other core 
members of the DVD consortium arc plan- 
ning launches by the end of the year. 

“We think DVD is a very important 
product." said a Sony spokesperson who 
asked not to be identified by name. "We want 
to have studied the market carefully and we 
want to ensure a smooth market introduction 
for our hardware and software products." 

However, several sources close to the 
DVD consortium have suggested privately 
that technical problems, and in particular sup- 
ply of components, may be more to blame. 
When the Toshiba and Matsushita group 
joined the Sony and Philips group to 
announce a common DVD system, the major- 
ity of the technology was contributed by the 
former grouping. Sony and Philips had more 
to catch up on and more work to do. 


"It may be due to the supply of compo- 
nents." said one source. He explained that 
each company doesn't make,; every compo- 
nent in their own DVD players themselves. 
With all companies gearing up to launch, sup- 
ply is short and demand is higlj, especially for 
the very specialized components that arc 
needed in some parts of the DVD players. 

Currently, the internal market, between 
DVD consortium members, is experiencing 
very high demand and there are supply short- 
ages — for example, in the special lasers 
required by DVD players. 


While the company is well-established a: 



manufacturer and seller of notebook comput- 
ers. Toshiba Computer Systems Division 
(CSD) is making major changes to launch a 
line of personal computers and servers. 

Toshiba outlined a major operations 
reorganization to reach its goal as one of the 
top three PC marketers by the year 2000. 

Tom Scott, general manager of the divi- 
sion. commented on the need to change, say- 
ing. "Our model has changed. We've become 
more than the leading portable hardware 
manufacturer. We're evolving into a complete 
PC computing solutions provider offering 
customers a range of products and services." 

The company's first desktop computer is 
named the Infinia. Toshiba describes Infinia 
as a "sleek, midnight grey mini-tower 
designed for any room in the house." Clearly 
made for the home computing market, the full 
multimedia line offers: full-motion, full- 
screen video: telephone answering: an eight- 
speed CD-ROM drive: and u remote control 
for accessing telephone messages, television. 
FM radio, and CDs through the computer. 
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Lapel Microphone 


For more product enquiry, please call (905) 415-8988 
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■ PRO-SONIC ELECTRONIC SUPPLIES INC. 


110 FerrierSt., Markham, Ont. L3R 2Z5 Canada. 
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The New Casio Digital Camera. 

Pretty amazing...no matter how you look at it. 




The new Casio QV-10A plus 
Digital Camera might just change 
the way you take and display your 
pictures. Because until now. digital 
cameras were bulky and expensive. 
The QV-10A plus is anything but. 





Using it is simple. With its LCD 
screen you see your pictures 
Instantly. With the touch of a button 
you can delete Images you don't 
want or display one. four or nine 
shots at a time in the camera or on 
a TV. It can even send Images from 
the computer back to the camera, 
so it's perfect for presentations. 



And with the QV software, you can 
easily add photos to documents 
and e-mail. Plus with the Adobe 
PhotoDeluxe " software that's 
included, you can even customize 
your photos. Now It doesn’t take a 
PhD to use a digital camera. All it 
takes is the Casio QV-lOA plus. 
And that's just the beginning. 



capture, create, communicate. 
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The Internet Impact 

Resellers take note. If it hasn't happened 
already, the 'Net WILL impact your business - 
for better or for worse. 

by Paul Lima 


The Internet is rapidly transforming the way 
people communicate and conduct business. 

The driving force behind this transfor- 
mation is the World Wide Web. svhich is 
slowly becoming the world wide way to shop. 
According to a December 1995 A.C. Nielsen 
survey, 6.5 million Canadians are on the 
Internet at home, work and school. And sev- 
eral hundred thousand Canadians have made 
on-line purchases. 

Annual global sales via the Web have 
reached an estimated USS300 million (about 
seven minutes worth of credit card transac- 
tions on any given day). Predictions are that 
they will reach USSI50 billion by the year 
2000 and hit the US$1 trillion by the year 
2010. according to Jupiter Communications, 
a New York-based research firm. 


While Onyx Computers does more than 
SI00 million in annual sales. Web sales "have 
been horizontal," says Onyx president Phil 
DeLeon. However, the site has allowed the 
high-end reseller to enter the PC market with- 
out storefront costs. 

Shopping from home oil a PC is "the 
next big thing," says Bill McCracken, general 
manager, sales and service, i IBM Personal 
Computer Co. Rather than waiting for TV 
home shopping channels to show the next 
product, consumers will be able to use the 
Internet to view multimedia and full motion 
video presentations whenever they feel the 
urge to shop. 

It's no wonder a business survey con- 
ducted by the Cambridge. Mass.-based con- 
sulting firm. Arthur D. Littles, found 30 per 


While the Web has 
not yet had a great impact 
on computer channels, 
resellers, distributors and 
industry analysts agree it 
will soon. They also 
agree the Internet is a tool 
resellers can use today to 1 ' 

add value to marketing and customer service. 

One of the first Canadian computer 
stores to open for business online was Onyx 
Interactive (http://www.onyxcomputers. 
com). Built by Richmond Hill. Ont.-based 
Onyx Computers Inc., the virtual store offers 
more than 80.000 products from 400 vendors, 
including everything from mouse pads to 
Alpha servers. 

After a year on-line. Onyx is upgrading 
the site, adding an Oracle database that will 
enable the company to supply information 
about product availability and allow shoppers 
to build their own computers by selecting 
from PC components. 
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“There is still a place for resellers. The superstores 
didn’t eliminate us, neither will the Web.” 




cent of respondents ranked electronic market- 
ing as a "top-priority" activity. In fact, per- 
forming consumer transactions in real-time 
and completing pre-sales and post-sales 
activities were ranked highest ranked by 10 
per cent. 

“Having an Internet presence is a good 
part of an overall marketing strategy." says 
Michael O'Neil, senior vice president with 
International Data Corp. (Canada) Ltd. 

An 1DC study indicates he most effec- 
'Net applications are a thieving name 
recognition and establishing and furthering 
client relationships. General ng revenue is 


difficult as Internet surfers are uncomfortable 
about using credit cards on-line. 

While Microsoft. IBM and Netscape 
have joined forces with Visa and MasterCard 
to create a secure electronic transfer (SET) 
system for on-line transactions, companies 
selling on-line often bypass security concerns 
by posting toll-free numbers and offering 
COD or cheque payment options. 

Even when the Internet is deemed 
secure, many consumers will want to talk to 
sales staff before making a purchase. So. as 
more resellers set up commercial Web site, 
they will have to add or expand in-bound tele- 
marketing departments to answer customer 
inquires. 

More than 50 per cent of the Onyx 
Interactive orders come 
— “ “ “ I through a toll-free line, 
says DeLeon. 

Brampton. Ont.- 
based Software Online 
Inc. (http://www.softon- 
line.com) receives orders 
by E-mail and faxes for 
hardware and software. 
Or. representatives can call back consumers 
who are reluctant to use E-mail to place cred- 
it card orders. 

"Coming to the 'Net wasn't meant to 
supplement other business methods." says 
Jon Dearden. a partner at Software Online. "It 
was what the business was designed for. 
Using the Internet will allow us to build a big 
business, not a big headquarters.” 

On-line for two years. Software Online 
is profitable and "sales are picking up.” 

The new retail reality the Internet is cre- 
ating also includes export opportunities. 
Software Online and Onyx Interactive have 


— Jay Patterson 
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Only SyncMaster could make 
such a statement! 

Now you don't have to take our word for it SyncMaster has been internationally recognized by some of the world's leading 
imputer publications. With features such as Plug'n Play. Real Colour Contra) and Invar Shadow Mask, the SyncMaster line earns top m 
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Russia. 

As shopping on-line grows. Dearden said he 
feels resellers will find themselves 
squeezed between superstores 
selling volume at discount prices 
and cyberstores doing brisk busi- 
ness at discount prices because 
they have limited staff and no real 
estate overhead. 

But Jay Patterson, vice-presi- 
dent. technology with North York. 

Ont.-based Advanced Computer 
Systems Ltd. (ACSL), feels there is 
no need to sell products in cyberspace to remain com- 

"There is still a place for resellers," says 
Patterson. 'The superstores didn't eliminate us. nei- 
ther will the Web." 

However, Patterson is no Luddite. He says the 
Web is changing the way resellers 
do business because of the ease of 
Internet access offered by 
Windows 95 and overall lower 
access costs. And he believes 
resellers have to develop a Web 
strategy. 

ACSL offers clients E-mail 
and FTP technical support and has 
set up a Web site 
(http://www.acsl.com) to better 
serve its customer base. At the 
ACSL site, customers can download software patches, 
drivers and other files. 

Glen Estill, vice-president of EMJ Data Systems 
Ltd. in Guelph. Ont.. concurs with Patterson's assess- 
ment that there is still room for traditional resellers. In 
fact, Estill compares shopping on the Web to cata- 
logue shopping. There's a place in 
the channels for mail order hut "a 
substantial proportion of the popu- 
lation want to buy their first com- 
puter in person." he said. 

Estill says the Web is begin- 
ning to have an effect, albeit mini- 
mal. on software sales — especial- 
ly the sale of software smaller than 
10MB in size. "Beyond that, soft- 
ware just lakes too long to down- 

He points out that Microsoft is experimenting 
with trial software download sales in the United 
States through resellers with commercial Web sites. 
And IBM is testing the electronic distribution of soft- 
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ware over its Global Network — delivering applica- 
tions for network computing to more than 700 cities 
and 20.000 customers in 94 countries. 

lDCs O'Neil predicted that software from the 
major manufactures and some of 
the niche market players "will 
avoid current channels ail 
together" within five years. 
Companies will bundle software 
on CD-ROM shipped with PCs 
and niche software houses will 
turn to “network-based distribu- 
tion or virtual storefronts.” 




While cybersales may not 
have yet had a great dollar 
impact on resellers, the Internet is certainly providing 
them with easier access to information. 

EMJ's Web site (http://www.emj.com) provides 
resellers with 24-hour-a-day. seven-days-per-week 
access to information: resellers can download spec 
sheets, marketing material and answers to frequently 
asked questions. 

Resellers can also link to 
the Web sites of manufacturers 
where they can download cur- 
rent spec sheets. Add a company 
logo and prices and. presto, 
instant up-to-date brochures. 

Resellers can take product 
training on-line from home or 
the office, rather than travelling 
to seminars on set days or times. 

Merisel Canada Inc. offers 
technology training through IAT Online. “Our most 
in-demand courses — Novell System Administration 
and Microsoft Windows NT — are now available 
when and where resellers and their staff want them." 
says Glen MacLean, Merisel's national director, 
reseller services. 

Although most industry 
players report that the Internet 
has not yet had a detrimental 
impact on sales, resellers should 
not bury their heads in the sand 
when it comes to direct-to-cus- 
tomer software and hardware 
distribution. Otherwise, they 
may come up for air one day 
only to find yet another opportu- 
nity has passed them by. H353 


Paul Lima ltiko@idirect.com) works a 
technology and business reporting. 
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N T E R N E T 


Web may 


It is no surprise that many 
of the major distributors 
have slick web sites, 
although there are some 
noticeable differences, 
and a range of services 
— on-line pricing, hot 
products lists, and product 
information. Some are 
still under construction. 

Check out these sources of information: 

Merisel Canada Ine. 

(http://www.merisel.ca) 

Ingram Micro Inc. (Canada) 

(http://www, imcan.com/) 

Globelle 

(http://www.globelle.com) 

Tech Data Corp. 

(http://www.teclidata.com) 

EM) Data Systems Ltd. 

(http://www.emj.ca/) 

Truger Technologies Inc. 

(http://www.truger.ca/) 

Like many organizations, large wholesalers arc 
moving towards selling standard computer 
components via the World Wide Web. 

In many ways this business would seem 
an ideal use of Internet technology because 
computer parts tend to be commodities and 
purchase decisions are based on price, availabil- 
ity and credit terms, all of which can be easily 
automated to produce custom real-time quotes. 

By allowing customers to, in effect, enter 
their own orders into the system, wholesalers 
can reduce labor costs and provide more 
responsive service. 

Some VARs such as Vancouver's Frontier 
Computer (http://www.fronet.com) have devel- 
oped quite elaborate on-line systems allowing 
customers to build custom coniigurations and 
run what-if scenarios to see what effect they 
have on the total price. 

Discount Datacom Inc. (http://www.dis- 
countdata.com) in the U.S. has a number of 
common daracom products available through 
their web site. Their site is well laid out and cus- 
tomers can look at product spec sheets and actu- 
ally enter an order on-line, which is then con- 
firmed via a telephone call from the company. 


be selling opportunity 


by Sean Elriniton 

If you are considering providing informa- 
tion about your products through the Web. the 
complexity involved in doing so grows as your 
site becomes more interactive. 

For a minimal cost you can provide the 
following information: contact telephone num- 
bers. credit applications, a listing of products 
for sale and information aboilt product specials 
and promotions. 

While providing product information, 
including SKUs and specs, is relatively 
straightforward, pricing is the most difficult 
part of putting any business on-line. 

It is easy enough to display list prices, but 
traditionally a sales rep generally prices a prod- 
uct based on the quantity ordered, the cus- 
tomer's relationship with the company, the cur- 
rent inventory situation and a knowledge or 
future industry developments — for example, 
knowing that the requested [product will soon 
be obsolete. 

These factors can he difficult to quantify 
and an automated system should provide cus- 
tomers with a price which takes into account all 
of these factors. 

Despite die difficulties involved in build- 
ing complex pricing models, it is possible to do 
so and it is not a bad exercise to undertake sim- 
ply to understand how youc sales reps are cur- 
rently using their discretionary pricing power. 

Having a real time interface between your 
internal inventory system and your Web site is 
useful because customers can see what is cur- 
rently in stock 

and where. II “You can easily set up a system whereby 
you arc consider- potential customers can build systems or 
ing this, howev- query inventory, but to actually allow on- 
line order entry you must be sure that 


use it (which shouldn't be hard since there is no 
need to pay commissions to sales reps for 
products purchased through the Web). 

As in all electronic commerce, there is a 
clear need to authenticate your buyers in order 
to provide 'non-repudiation' and protect your- 
self from fraud. 

You can easily set up a system whereby 
potential customers can build systems or query 
inventory, but to actually allow on-line order 
entry you must be sure that the customer can- 
not later claim that they didn't order the prod- 
uct. One way to achieve this is to have the sys- 
tem create an order number and then have a 
sales rep call the client via the phone to confirm 
the order. 

While effective, this method seems to miss 
the point of having an automatic ordering system. 

Another method is to assign a user-name 
and password to users who want to actually 
purchase through the Web. and the server can 
then display different pricing based on which 
user is actually accessing at the information. 

This approach is not problem-free since 
the security of the site may depend on how well 
your end-users safeguard their passwords. 
(Don’t forget that hackers specialize in guess- 
ing passwords and the ability to order easily 
resellable computer pans will be a real tempta- 
tion to crooks.) 

A more secure solution is to provide cus- 
with token cards which are used along 


with a password to gain t 


w the 


With 

cards costing any- 
where from S25 a 
year and up this is 

simple password 

the customer cannot later claim that they protection but it is 
didn't order the product." more secure. 

Increasingly 

your customers are going to expect that they 
can access through the Web all of the informa- 
i that they currently get via the telephone 
and eventually place orders too. 

There is a learning curve associated with 
electronic commerce and the sooner you stan 
to develop an Internet strateg y the m ore com- 
petitive your business will lie. lisYl 


final design and make sure that an attack on 
your Web server doesn't jeopardize your inter- 
nal accounting systems. (Obviously, if you are * 
running a Web server and connecting to the * 

Internet you need to ensure that your site has a 
good firewall in place to guard against hackers). * 

However, some clients will always prefer t 
to deal with a sales rep rather than ordering 
electronically because they believe that they 
can negotiate a better deal from a person than 

they would get from the Web server. * Sean Elrington is a consultant who specializes 

For this reason it may be necessary to . in wide area networking and security issues. 
offer better prices to your customers who deal . He can be reached at 1604) 473-2574 or 
directly through the Web to encourage them to . E-mail: seane@zed.ca. 
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PENTIUM PROCESSOR 

Mam Chip set: 


Microprocessor: 

Intel P540P5SC1 

7SWI0Q/I2Q/I33/1 50/1 66/1 SWOOMHz CPU 
Cyrix 6x86-P16&P15IVPl 3KP120+GP CPU. 
AMD 5K86TM-P75/P90 CPU. 

On Board 170: 

Wintxmd S3877 for Windows 95. 

Suoport 2 16550 COM Ports. 

Supoortl EPP/ECP LPT Mode. 


-GP CPU, 


Winbond 83877 for Windows 95. 
Support 2 16550 COM Ports. 
Support 1 EPP/ECP IPT Mode. 
Support 1 floppy port. 


Support 1 PS'2 Mouse. 
Support IrOATX'RXHr 


Energy Star: 

True Green Functions. 


PCI Architecture: 

PO Specification Revision 2.1 compliant- ' 

Support 3 PO Mastrs 

Support PO Interints for PCI Device Plug & Play. 

Univrsal Serial Bus Controller: 

Host/Hub Controller. 

Two USB Ports. 

On Board IDE: 

Supports PIO and Bus Master IDE. 

Support 2 Enhanced IDE channels on board. 

Support DMA Mode 2:22 MB/sec. (Max) 

Support Mode4 IDE & ATAPI CD-ROM. 

8x32 Buffr for Bus Master IDE PCI Burst Transfers. 

Separate Master/Slave IDE Mode Support. 

Driver Support DOS, Windows, Windows 95. NT, OS/2, NOVELL. 


Battery: 

Environment Protection. 


Expansion Slots: 

Pa Bus: Four master/slave Mode. 

ISA Bus: Four 1 6bit 

Support Power Management Mode 
Support the SMM and SMI CPU Stop clock Function 
Support the Break Switch SMI 

BIOS 

Award BIOS, Flash BIOS for Windows 95 Plug & Play 
Battery: Environment Protection 


JT-P6NA6 


JT-586TS5 JT-5MTS4 


Winbond 83877 for Wndows 95. 
Suppan 2 16550 COM Pons. 
Support 1 EPP/ECP LPT Mode. 
Support 1 Floppy port 
Support \Wl Mouse. 

Support IrDATX/RX Header. 

DR/JW System: 

Foury2-pi" SIMM Modules and 
One 168-pin DIMM Module. 


. . . 3/15iyi66/18ty200MHz CPU I 

Cyrix 6x86-P!66fPI5OT133/P120+GP CPU. 

AMD 5KS61M-P7 VP90 CPU. 

On Board I/O: 

Wnbond 83877 for Windows 95. 

Support 2 16550 COM Ports. 

Support 1 EPP/ECPtPI Mode 

Support 1 Floppy port 
Support 1 Game port 
Support 1 PS/2 Mouse. 

Support IrOATXfRX Header. 

DRAM System: 

Four 72-pin SIMM Modules. 


2F, No.7, ALLEY 8, LANE 45, 
PAOSHIN RD., HSIN TIEN CITY, 
TAIPEI HSIEN, TAIWAN, R.O.C. 
Tel: (02) 910-2050 
Fax:886-2-9116570 
joss technology LTD. http://www.josslech.com 


Distributed in Canada by 

#118- 13982 Cambie Road, 
Richmond, B.C.V6V2K2 
Tel: (604) 279-0320 
Fax: (604) 279-0321 
http://www.lkpcanada.com 




Regional Dealer wanted please call (604) 279-0320 



QTnaNix. 

http://www.qtronix.com 



U.S.A. OFFICE 


I We manufacture the 
widest ronge of 
products so that you 
have the right tools for all your 
peripheral device needs. 


Distributed in Canada by 


QTnoNix Supetcom 


QUMAX CORP. 


TEL$(905) 415-1166 


p a r t n e 

wmm 


1 vC2Lj £ - 1 


OEM. ODM, Mac Distributor Call U.S. Office 


1 




by Chris Fisher. Sieve Halinda and Tim Bingluim-Walli.% 


I t's not necessarily the PC your customers 
need, nor even the one they can afford. But 
given the weight of sheer performance - a 
Pentium Pro is very much what your customers 
really want. 

Performance is something 
the Pentium Pro has in spades 

We've tun a host of 32-bit business applications 
under Windows NT and Windows 95. The result: 
even the fastest vanilla Pentium can't hold a can- 
dle to the performance of the Pentium Pro- based 
machines. 

System vendors arc reporting a healthy 
increase in volumes as they begin to ship systems 
with Microsoft's new rendition of Windows NT. 
Judging from feedback, media reports and market 
analysis. Windows NT 4.0 is going to see a high 
adoption rate. Riding hand-in-hand with the 
adoption of this new operating system, we can 


expect to sec a ramp in the volumes of Pentium 
Pro processor shipments. (Intel is counting on 
Microsoft's power OS to bring its processor from 
niche markets into the mainstream. ) 

What's the Performance Difference 
Between Windows NT 4.0 and 
Windows NT 3.51? 

Microsoft's official claim is as follows: 
“Preliminary tests show an average increase of 18 
and 2 1 per cent in the performance of today 's 32- 
bit desktop business applications when running 
Windows NT 4.0 on Pentium Pro and Pentium 
processor-based computer systems, respectively, 
as compared with the identical applications and 
systems running on Windows NT 3.51 ." 

Our tests tell a slightly different story. We 
ran BAPCo's Sysmark32 on one of the machines 
from Comtex using the release version of 
Windows NT 4.0 and Windows NT 3.51 The 
overall score (or Sysmark) for the system running 
under NT 4.0 w as 205. whereas under NT 3.51 
the score was 184. This is a significant increase to 
be sure, but much closer to a 10 per cent increase 
as opposed to Microsoft's claim of 18 to 21 per 
cent, w hich is probably more closely tied to spe- 
cific functions such as printing, rather than gen- 
eral application performancc. 


32 WHOLESALER October 1996 «rp.vAvwwccw™seom 




NIKANA PR 2000 


If YOU'VE BEEN ASKING WHY RESELLERS 
ARE CHANGING TO NIKANA PR SYSTEMS... WE CAN 
SUM IT UP IN ONE WORD. ..MORE! 


More speed. With Nikana, you upgrade 
easily to the latest Intel Pentium®Pro 
processor releases without dealing with 
major mainboard surgery. 

More flexibility. Nikana PR systems 
boast ATX options making Nikana 
one of the leaders in cutting edge 
technology. 

More consistency. Nikana PR systems 
are noted for the consistency of the 
integrated components used, making 


service and support jof the Intel 
Pentium®Pro process^ series cost 
effective and predictable. No longer do 
you have to deal with the "flavor of the 
week” component products. 

M ore margin. No more dealing with 
price wars due to over distribution in 
your region. Nikana PR Systems are dis- 
tributed solely through : White Knighi 
Distributing and the trading area moni- 
toring program provides for controlled 
distribution of the product line. 


M ore quailily control. Each Nikana PR 
system is quality controlled AFTER the 
custom configuration process is com- 
pleted. A little piece of mind for you 
when you just have to get the product to 
your customer in a hurry. 

There is one area that Nikana PR prod- 
ucts are noted to be less COST! 

Just call your local White Knight 
Distributing office or visit us at 
http://www. white-knight.com. 


Distributed by 



Whirc K/siqhr 

DISTRIBUTING 


Western Canada: 

105-3760 JacombsRd.. 
Richmond, B.C.V6V 1Y6 
Tel: (604) 279-9908 
Fax: (604) 279-9902 
Toll: 1-800-668-6188 


Eastern Canada: 

245 W. Beaver Creek Rd.. 
Unit 3, Richmond Hill, ont. 
Tel: (905) 886-3862 
Fax: (905) 886-3090 
Toll: 1-800-852-5039 


Calgary Office: Halifax Office: 

4710-14th Street, N.E., Unit 1, 200 Wright A ve. 
Calgary, AB T2E 6L7 Dartmouth N.S. B3B 1 R6 
Tel: (403) 291-1688 
Fax: (403) 291-0889 
Toll: 1-800-668-3381 


id PentiumOPro are registered trademarks ol 



TEST LAB 

How does Windows 95 Perform on 
a Pentium Pro? 

Windows 95 uses a significant amount of 1 6- 
bit code. Microsoft bashers all over have 
criticized the operating system greatly for 
this. However, the use of this code, a lot of 
which is found in the graphics subsystem, is 
for the most part, to maintain a good level of 
compatibility with existing 16-bit software. 
Certainly. NT will run a lot of 16-bit appli- 
cations. but the performance hit is quite 
large. 

There would have been far more critics 
had Microsoft released Windows 95 without 
the ability to run popular games and likely a 
much lower sales volume. To test the differ- 
ence in performance between a Pentium 
processor running Windows 95 and Windows 
NT. we benchmarked a machine from Sirus 
using both operating systems. The difference 
between the processor running Windows NT 
4.0 beta 2 and Windows 95 turns out to be 
quite slim, with NT having the edge by about 
three per cent. 

In other words, there is still enough 32- 
bil code in Windows 95 to take advantage of 
the specialized design of the Pentium Pro. 
Naturally, you need to take into account that 
the test uses 32-bit applications. Note that 
we also tested for speed differences between 
the beta 2 version and the shipping version 
of NT. as operating systems tend to get 
quicker from beta to release as the code is 
fine-tuned. 

The difference was surprisingly insignif- 
icant with NT 4.0 b2 scoring 183 and NT 4.0 
scoring 1 84 on the single-processor machine 
from Comtex. 

We tested high-end system configura- 
tions. requesting vendors to provide as a bare 
minimum: Pentium 200MHz systems with 
32MB of RAM. We also welcomed Pentium 
Pro-based systems with whatever esoteric 
peripherals the vendor had to offer. We got 
what we asked for alright, from base-config- 
ured Pentium 200s. right through to a dual- 
processing Pentium Pro 200 with 128MB of 
RAM. 

Adding to the complexity of the situa- 
tion. the systems were benchmarked using a 
variety of different versions of Windows NT 
and even Windows 95. This makes it difficult 
to look at the machines comparatively, but 
with a general idea of how the performance 
differs across different platforms, it is still 
possible to get a handle on the relative perfor- 
mances offered by the different machines. 

So without further ado. here are the 
dream machines: 



AST Canada 

Reseller authorization: 

A simple registration proceis. 

Street price: 

(6180) S3.480 
(6200) S4.300 
Marketing support: 

• Independent reseller manual 

■ Monthly mailing list 1 

• I -800 product support 

• Faxback 

• Gold team for resellers who achieve targets 

• Full logo authorization 
Maintenance relationship with resellers: 

• Authorized service centre for those who 
achieve $50,000 per month. 

• Regional representation, i 
Volume discounts: 

Exceptional cases only. I 

Demo unit availability and restrictions: 
One is available per location, with 90 days 
stock, and 10 per cent off. 

Additional channel support: 

• Three reseller account managers (two cen- 
tral and one western). 

• 17 corporate representatives for corporate 
accounts. 

• Nine system engineers for technical support. 

• Toll-free dealer support. 

• Customized literature available for purchase 
and through co-op. 

AST’s view of the Pentium Pro in 
the market-place: 

The company says: 'The Pentium Pro is the 
next generation computer and it is available 
today. The integration between the Intel 
Pentium Pro technology! and Microsoft 
Windows NT gives customers a powerful 
combination of speed and I ease-of-use. The 
AST Bravo MS-T Pro incorporates increased 
functionality, ease-of-use and pure power, to 
ensure that we are the first to market with 
rock-solid high-demand products. " 
Machine's strengths: 

AST says: "The AST Command Center 
Software suite offers impressive manageabili- 
ty. and the tools customers need. Performance 


is boosted 64 per cent, for a price increase of 
seven to 10 per cent Included are: AST Intra 
Access (Intemet/lntranet Software suite); a 
PCI-based 64-bit Matrox MGA Millennium 
graphics adapter with 2MB VRAM; the Intel 
440FX PCI set: 16MB EDO RAM (6180): 
32MB EDO RAM (6200); and the BX E1DE 
Mode 4 CD-ROM." 

Editors’ Notes: 

A solid machine with everything you need to 
be up and running without the hassles. You 
get a fair-sized hard drive, great video card, 
and the technical support and backing by one 
of the industry's giants. 



Compucon 

Reseller authorization: 

Applying resellers can't be located near to an 
existing authorized reseller - at the discretion 
of Compucon. 

Suggested retail price: 

$4,795 
Street price: 

$4,495 

Marketing support: 

• Cost sharing for dealer exhibitions. 

• The company will provide marketing mate- 

• End-user leads are referred to the nearest 
reseller. 

Maintenance relationship with resellers: 

• Resellers are considered the front end of 
end-user support, and are encouraged to offer 
their own value-added support such as service 
support, networking installation, and software 
installation. 

• Final warranty is by manufacturer at the 
Volume discounts: 

One per cent less for a quantity of more than 1 0. 
Demo unit availability/restrictions. 

No demo units. 

Compucon’s view of the Pentium Pro in the 
market-place: 

According to the company: "Compucon 
CIP6NP5 Pentium Pro workstations are 
designed to meet professional needs such as 
desktop publishing. 3-D animation, and CAD 
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TO STAY AHEAD 




QDI gives you the power to stay ahead With the latest technology and quality. Our latest range of 
mainboards are designed from the ground up to cater for you ever)' need. 

SPEED and POWER : They certainly don't lack power! The entry level CPU is 75 MHz. Or you can 
have anything up to a mighty 200 MHzj This allows you possibility for today and future upgrade. 
We have adopted the latest Intel chipset technology to offer maximum features. The mainboards 
illustrated are Plug and Play ready. Anti-virus function built-in. Universal Serial Bus and IrDA 
Infrared support, as well as concurrent PCI architecture. 

STABILITY : The most advanced surface mount manufacturing process and in-circuit testing give 
our mainboards unpreceeded quality, with 1SO9001 rating rightly earned in product design, 
manufacturing and service. Certainly you feel safe when running them at high speed. Product 
quality is our mark of success with worldwide proven record! 

so smoothly as if you were with your 



a 


P5I430HX-T2 FRONTIER 


Please contact the following offices for your local QDI dealers information. 

QDI COMPUTER (CANADA), INC. 

75 Shields Court, Unit 4, Morkbom, Ontario. L3R 9T4 Tel: 1-905-9403827 Fox: 1-905-9409709 

QDI COMPUTER (VANCOUVER), INC. 

Unit 4, 1 3520 Crestwood Ploce, Richmond. B.C. Conodo V6V 2G2 Tel: 1 604-2786789 Fox: 1-604-2788918 

QDI COMPUTER (MONTREAL), INC. 

2845 Holpern Street, St. Lourent, Quebec, H4S 1P8 Conodo Tel: I -51 4-313568] 1 Fox: 1-514-3356822 


QDI 




TEST LAB 


Pentium Pro Computers Test Results 
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Processor 

Pentium Pro 200 

Pentium Pro 200 

Pentiurti 

Pro 200 

Pentium Pro 200 

Dual P-Pro 200 

Pentium Pro 200 

Chipset 

Intel 440FX 

Intel 450KX 

Intel 440FX 

Intel 440FX 

Intel 440FX 

Intel 450KX 

Cache size 

256K 

256K 

256K 


256K 

256K 

256K 

RAM 

32MB EDO 

32MB EDO 

32MB Et 

0 

32MB EDO 

128MB 

32MB EDO 

Video Card 

Matrox Millennium 

S3 Trio 64 

Matrox M 

llennium 

Diamond Stealth 

Winfast 3D L2500 

Matrox Millennium 

Video Memory 

2MB WRAM 

2MB EDO 

4MB WRAM 

2MB EDO 

16MB 

4MB WRAM 

Monitor 

None 

None 

None j 


None 

None 

None 

Sound Card 

Crystal 16-bit 

Acer S22 

None 


None 

None 

SB AWE 32 

Hard Drive 

Western Digital 

2.3GB EIDE 

Western Digital 

2.5GB EIDE 

Seagate Barracuda 

4.2GB SCSI 

Western Digital 

1.6GB EIDE 

Seagate 

2.1GB SCSI 

Quantum 

4.3GB SCSI 

SCSI Card 

None 

None 

Adaptec 

2940UW 

None 

Adaptec 2940UW 

Wide caching w/8MB EDO 

CD-ROM Drive 

8x 

Acer 8x 

Panason 

c8x 

Toshiba 8x 

Toshiba 8x 

Acer lOx 

System BIOS 

AMI 

Award 

Award 


AMI 

AMI 

Award 

Plug & Play Support 

Yes 

Yes 

Yes 

Windows 


Yes 

Yes 

Yes 

Operating System 

Windows NT 3,51 

Windows NT 3.51 

NT 4.0b2 

Windows NT 4.0 

Windows NT 4.0 

Windows NT 3.51 

Extras 



PCIIOBas 

T Ethernet 



Speakers 

Creative Labs 33.6K 

Windows Benchmarks 








Desktop Publishing 

139 

179 

160 


211 

265 

273 

Desktop Graphics 

268 

259 

315 


294 

297 

279 

Desktop Presentation 

205 

134 

269 


190 

321 

238 

Word Processing 

126 

134 

166 


163 

237 

202 

Spreadsheet 

139 

137 

175 


189 

261 

186 

Database 

125 

156 

136 


174 

207 

231 

Sysmark 32 

Contact 

150 

(905) 507-3278 

142 

(905) 479-8336 

189 

(604) 279-9686 

184 

(604) 273-8088 

259 

(604) 273-8088 

214 

(905) 479-1443 

Internet contact 

www.ast.com 

www.comtronic.com 

www.compucon.com 

www.corWexmicfo.com 

www.comtexmiao.com 


Suggested Retail Price 

$4,300 

$3,495 

$4,795 


$3,200 

$8,900 

$5,599 

Street Price 

N/A 


$4,495 


N/A 

N/A 

N/A 

Reseller Price 

N/A 


N/A 


N/A 

N/A 

N/A 

Warranty 

3 years 

2 years 

3 years 


3 years 

3 years 

5 years 


Operating system not included in system price. 
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Pentium Pro 200 

Intel 440FX 

Dual Pentium Pro 200 

Intel 440FX 

Pentium Pro 200 

Intel 440FX 

Pentium Pr 

Intel 440FX 

200 

Pentium Pro 200 

Intel 450KX 

Pentium Pro 200 

Intel 440FX 

256K 

256K 

256K 

256K 


256K 

256K 

64MB 

128MB EDO 

32MB EDO 

32MB EDC 


32MB EDO 

64MB EDO 

Matrox Millennium 

Matrox Millennium 

Matrox Millennium 

Matrox Mill 

nnium 

ATI Mach 64 

Matrox Millennium 

2MB WRAM 

2MB WRAM 

2MB WRAM 

4MB WRAIV 


2MB VRAM 

2MB WRAM 

None 

None 

None 

None 


None 

None 

SB-16 

SB-16 

ESS 1688 

SB AWE 3( 


None 

SB-32 

Quantum 

2.3GB EIDE 

Quantum 

2.0GB SCSI 

Quantum 

1.7GB EIDE 

Seagate 
2.0GB SCJ 


Seagate 

2.0GB SCSI 

Seagate 

2.1GB EIDE 

None 

Adaptec 2940UW 

None 

Adaptec 2940UW 

Adaptec 2940 

None 

8x 

Plextor 8x SCSI 

BTC 8x 

Acer 8x 


Toshiba 4x SCSI 

Acer 8x 

Phoenix 

Award 

Award 

Award 


AMI 

Award 

Yes 

Yes 

Yes 

Yes 


Yes 

Yes 

Windows NT 3.51 

Windows NT 4.0b2 

Windows NT 3.51 

Windows NT 3.51 

Windows NT 3.51 

Windows NT 3.51 



Speakers 

Speakers ’ 

Iomega Insider Jaz 1 .0 GB 

USR 28.8 Fax/Modem 


Speakers 















273 

159 

206 

257 


197 

217 

283 

276 

260 

281 


257 

272 

240 

217 

197 

258 


193 

219 

196 

155 

159 

207 


158 

178 

189 

177 

167 

191 


152 

172 

245 

126 

188 

239 


168 

206 

215 

174 

179 

222 


170 

194 

(800) 387-3867 

(403) 291-1911 

(514) 335-2456 

(800) 910-3388 

(519) 680-3333 

(800) 513-7732 

www.hp.com 



www.oaconip.com 

www.std.net 

www.ultinet.ca 

$3,975 

S6.177 

$3,995 

$5,968 


$3,699 

$3,922 

N/A 


$3,635 

$5,968 


$3,299 

$3,268 

N/A 


$3,250 

$5,670 


$2,950 

$3,105 

3 years 

3 years 

3 years 

1 year 


2 years 

2 years 
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TEST LAB 


designers who demand reliability and perfor- 
mance. They are designed for maximum flex- 
ibility on optional upgrades with Creative 
Labs AWE32, SCSI storage devices such as 
CD-Recorder (That’s why the Compucon sta- 
tion is built with a 4GB SCSI for belter per- 
formance when used with CD-Recorder)." 
Machine’s strengths: 

Compucon says: “Systems are designed to 
meets industrial server standards (running 
24 hours non-stop). All systems are 
designed and built for multimedia and com- 
munication by taking EMI (electro-magnet- 
ic interference) into account. Reliability, 
stability, compatibility (with major operat- 
ing systems and applications), connectivity 
and performance are key strengths. All 
machines come with well-documented tech- 
nical information." 

Editors’ Notes: 

At a street price of just under $4,500, 
Compucon systems are an easy choice. All 
systems come with an impressive assortment 
of system documentation, neatly laid out and 
well-presented for easy reference. It includes 
a loaded system with all the trimmings, 
including Microsoft's latest version of NT 
4.0, not to mention a large SCSI hard drive by 
Seagate. For your immediate networking 
needs, the system comes ready with a PCI 
1 OBast-T Ethernet adapter. 



Reseller authorization: 

Dealer authorization is based on geographical 
territories. 

Suggested retail price: 

$8,900 

Marketing support: 

■ Literature and marketing materials. 

• Co-op funds for marketing and training. 

• Internet and 1-800 telephone support. 

• Product training seminars. 

Volume discounts: 

Demo unit availability and restrictions: 
Demo units are limited to base models. 


Additional channel support: 

Additional channel support; includes joint 
sales and support and a scheduled road show. 
Comtex’s view of the Pentium Pro in the 
market-place: 

According to the company: ‘‘By the end of 
1996 the Pentium Pro will bekome the main- 
stream desktop choice due to:|thc shipping of 
NT 4.0 and the drop in price. In the market, 
we consider our Pentium Pro ps a departmen- 
tal Web server and a high-end workstation.” 
Machine's strengths: 

Comtex says: “We work closely with our ven- 
dors to offer advanced technology which will 
be considered the 'standard.' This will ensure 
the upgradability of the product and that ser- 
vice will be available in the years to come." 
Editors’ Notes: 

If you're looking for server power this dual 
processing Pentium Pro 200 is; a definite atten- 
tion grabber. With 128MB of RAM. a fast 
Seagate SCSI HD and a $2,800 video card 
with 16MB on board, you've got yourself the 
makings of a real performer. The zippy video 
card certainly helped this system score high 
on our benchmark tests, but if you're looking 
at using this machine for strictly server appli- 
cations, you'd be wise to consider downgrad- 
ing to something less extravagant. 

Comtex is well known for submitting solid 
machines into our Lab tests,] and this lime 
around was no exception. (|The Winpac95- 
DNE system is fast, complete, and affordable. 
The system is comprised of Jquality compo- 
nents such as a Diamond Stealth video card, a 
Western Digital hard drive, an 8x CD-ROM 
from Toshiba, and NT v4.0, all for a suggest- 
ed retail price of $3,200.) 



Express Micro 

Reseller authorization: 

Resellers must show “commitment" to the 
product line, achieve sales targets and show 
adequate service and support {capabilities. 
Suggested retail price: 

$5,599 

Marketing support: 

• Co-op advertising. 


• Lead generation. 

• Road shows. 

• Posters, brochures and sales materials are 
supplied. 

Maintenance relationship with resellers: 
Resellers with authorized service centres can 
perform maintenance and repair. 

Volume discounts: 

On a case-by-case basis. 

Demo unit availability and restrictions: 
One unit per location. The unit must be kept 
in showroom at least 90 days. 

Additional channel support: 

• I -800 tech support line. 

• Web page. 

Express Micro’s view of the Pentium Pro 
in the market-place: 

The company says: "Pentium Pro is posi- 
tioned as an MS Windows NT machine and 
currently has a limited role in the product line. 
However, as MS Windows NT 4.0 becomes 
widely available, that role is going to expand." 
Machine's strengths: 

Express Micro says: “Quality components 
ensure compatibility with industry standards. 
Strict quality control procedures ensure mini- 
mal problems in the field. Various regulatory 
approvals such as CSA. DOC. GEMS, and 
Novell are met. and the systems are tested and 
approved on MS Win NT 4.0 hardware com- 
patibility list.” 

Editors’ Notes: 

One of the fastest scoring machines in this 
roundup, the system from Express Micro 
leaves little to be desired. Complete with 
everything from a 4.3GB SCSI drive to a 
caching controller with 8MB on board, and a 
33.6K fax modem, this system is a definite 
winner. Also the only system in this survey to 
sport a brand new lOx CD-ROM. 


Hewlett-Packard’s HP NetServer 
LX Pro Dual Processor 

Reseller authorization: 

All reseller authorization is done through dis- 
tributors Ingram and Merisel. 

Suggested retail price: 

$26,211 
Street price: 

$24,211 

Marketing support: 

Various, including advertising, public rela- 
tions and seminars. 

Maintenance relationship w ith resellers: 
Maintenance is through resellers or HP 

Volume discounts: 

Various. 

Demo unit availability: 

Demo units are available. 
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pentium 


• Less than 7 lbs 

• Up to 150MHz Pentium - Processor 

• 6X CD ROM 

• 12.1" TFT, SVGA display 

• Fully modularized 

• 180° Infra red port 

• 3 year warranty 

• 9001 Certified Manufacturer 


Learn and Compare 


Innovative TCP design 
represents the future 
direction of processor 
indust rv. 

“Easier upgrades 
“Lower voltage roadmap 
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Hewlett-Packard’s view of the Pentium 
Pro in the market-place: 

HP says: The Pentium Pro is the leading 
processor today, and will become the standard 
processor for servers in this class. 

Machine's strengths: 

HP cites: TPC-C benchmarks: top SSSAP 
benchmark ratings: and top Lotus benchmark 
ratings. 

Editors’ Notes: 

HP's Net Server LX Pro is just one model in 
the company's available lineup of server 
machines. loaded with 128MB or RAM. 
this dual processing Pentium Pro 166 is rock 
solid. Among its many fine points arc the 
hot-swappable drives in a RAID configura- 
tion for your data's well-being, and the peace 
of mind that comes with HP's customer sup- 
port program. 



Oct 96 


HP Vectra XA 

Reseller authorization: 

All reseller authorization is done through dis- 
tributors Ingram and Merisel. 

Suggested retail price: 

$4,154 

Marketing support: 

Various, including advertising, public rela- 
tions and seminars. 

Maintenance relationship with resellers: 

Maintenance is provided through resellers, or 
HP directly. 

Volume discounts: 

Various. 

Demo unit availability: 

Demos arc available. 

Editor's Notes & Editor's Choice: 

A lot of speed and power are packed into a 
sieek-looking desktop case. This machine 
from HP was the second fastest in our 
roundup in the single processor category. 
Partly responsible for its high score was the 
use of a Matrox Millennium video card and a 
Quantum HD - — an excellent combination of 
quality components. Note that the price of 
$3,975 is with a 32MB configuration: our 
evaluation model was equipped w ith 64MB in 



Mynix 

Reseller authorization: 

Resellers must be in an office or in a store- 
front with at least one technical support lech- 

Suggestcd retail price: 

$3,995 
Street price: 

$3,635 

Reseller price: 

$3,250 

Marketing support: 

• Product brochures. 

• End-user leads are passed On to resellers. 

• Co-udvcrtizing with selected dealers. 

• Web page support. 

Maintenance relationship with resellers: 

Dealer support is offered through Mynix 
Depot. 

Volume discounts: 

Quantities of: 1 0 - two per cent: 50 - four per 
cent; and 100 - six per cent. 

Demo unit availability: 

Available to volume customers. 

Additional channel support. 

• Bilingual documentation. 

• Optional on-site service fori all systems. 
Mynex’s view of the Pentium Pro in the 
market-place: 

The company says: "We believe the Pentium 
Pro will take off early next year as the market 
demands high performance ' systems. There 
will be a tremendous growth in two sectors: 
Corporate server/works tatitms. and home 
multimedia applications. 

"For the corporate sector NT and the newly 
released Novell Green River Will fully utilize 
the potential of the Pentium Pro processor, 
and give a good boost to productivity in the 
corporate workplace.” 

Machines strengths: 

Mynex says: "We are an IS© 9002-certified 
company with high-quality standards. We 
have our own Novell-certified lab to test and 
certify all the systems we sell All of our sys- 
tems are Win95, NT. and CSA certified.” 


Editors' Notes: 

This system from Mynix was complete in 
terms of its configuration, but did not perform 
as well as we would've hoped. It's interesting 
to note that Mynix. as with several other ven- 
dors. opted to use a Matrox Millennium as 
their video card. This seems to be a develop- 
ing trend among system builders, especially 
when they realize that the video cards tend to 
help out the overall scores of the system. 



OA Comp 

Reseller authorization: 

Yes. with a maximum of two to three dealers 
per city. The weight is on the dealer to pro- 
vide service and support. 

Suggested retail price: 

$5,968 
Street price: 

$5,968 

Reseller price: 

S5.670 

Marketing support: 

• Nation-wide advertising. 

• Ready-to-use marketing materials. 
Maintenance relationship w ith resellers: 
Free parts cross ship for service-authorized 
resellers. 

Volume discounts: 

After 100.000 — a two per cent incentive on 
further purchases. 

Demo unit availability: 

Available, but not advised, says OA Comp, 
due to the rapidly changing market. 
Additional channel support: 

• A CNE and MCP are available for free con- 
sultation. 

• E-mail support. 

OA Comp's view of the Pentium Pro in the 
market-place: 

The company says: "Intel released the 
Pentium pro a few months ago. Yet. demand 
and supply are not picking up. in the last few 
months we sold Pentium Pro mainly as high- 
end workstations. We do not foresee this 
changing soon.” 
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Machine's strengths: 

OA Comp says: "We arc a technically orient- 
ed company, with a strict quality control sys- 
tem. and we use quality parts.” 

Editors' Notes: 

For a single processor machine. OA's 
Pentium Pro didn't waste any time flying 
through our benchmark suite. A complete 
system, including a 1.0GB Iomega Jaz drive 
for your backup needs, a speedy 28.8Kbps 
faxmodem from USR. a 2.0GB SCSI drive 
from Seagate, and the ever popular Matrox 
Millennium with 4MB of WRAM on board 
packed from top to bottom, with a competi- 



Editors' Notes: 

The only system in our survey to come in 
under $3,000. Performance was near aver- 
age. and the system is loaded with brand- 
name parts. It’s Interesting to note that STD 
included a 4x SCSI CD-ROM rather than the 
usual 8x. as seen from many other vendors. 



Ultinet 

Reseller authorization: 

The dealer is required to fax appropriate 
reseller certification. 

Suggested retail price: 

S3.922 
Street price: 

53.268 


Reseller price: 

S3. 105 

Marketing support: 

End-user leads are provided. 

Volume discounts: 

Volume discounts are provided, based on 
items and quantity ordered.; 

Demo unit availability and restrictions: 
Demo units arc available ) for dealers who 
have shown past performance in sales. 
Additional channel support: 

• Faxback. 

• Internet. 
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• A toll-free hotline 

• Tech support via fax 
Machine’s strengths: 

Ultinet says: "We use the latest Trintron 
440HX designed chip set specifically 
designed to make the most of the Pentium 
Pro's dual pipeline capability, support for 
EDO and ECC memory and PCI 2. 1 specs for 
current PCI burst streaming. We custom-con- 
figure PCs to the dealers' or their users' spec- 
ifications. 

Various system configurations are tested to 
optimize performance while at the same time 




From a world famous manufacturer 


EBBEBIlBlliMIHlIMMB 


CD Storage Box 
Diskette Box 
Disk Cleaning Kit 
Data Switch 
Screen Filter 
CPU Cooler 
Telephone Stand 
Computer Furniture 


Mouse & Mouse Pad 
CSA Power Bar 
Keyboard Drawer 
Hard Drive Carrier 
Fancy Joysticks 
Multi-media Speaker 
Monitor Arm 
CD Cleaning Kit 


Custom printed mouse pad available 
Any design & quantity are acceptable 

CANBELL GROUP ENTERPRISES INC. 

110-13431 Maycrest Way, Richmond B.C. V6V 2M3, Canada 

Tel: (604) 279-2366 Fax: (604) 279-2369 


All Kinds of Computer 8t CD ROM Accessories 




making sure that no compatibility issues 
are encountered while using all the latest 
high performance peripheral device, such 
as cache controllers, high speed video 
cards, and SCSI controllers. 

Inventory is maintained for all current 
products, by ensuring quick service or 
parts replacement. The dealer is also 
allowed to perform their own board swap 
for systems, once again resulting in faster 
service, and prevention of possible damage 
to the computer while being shipped back 
and forth." 

Editors' Notes: 

Ultinet is known for packing a lot of value 
into a mini-tower case, and this month was 
no exception. It was one of two systems in 
this survey to be tested with 64MB of 
RAM. At just over $3,200 street price, the 
system is well-priced and configured. It's 
also worth mentioning that this price 
includes the Windows NT operating sys- 
tem. something which is usually an extra 
cost with Ultinet systems. 
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Comtex Super Server 
HP Vectra XA 
STD CompuPartner 


Please take note that the machines in the table were 
| benchmarked under differing versions of Microsoft's 
new operating system. For those machines that ran 
under Windows NT 3.S I , you will want to increase the 
score by approximately 10 per cent to get a better 
idea of the relative performances of the machines. 

OUR FAVORITES 

We liked several systems - the Comtex Super Server 
is extremely desirable. With the help of tons of RAM, 
and a fast and expensive ($2,800) video card, this 
machine took top spot in performance. Machines 
from OA, Express Micro and HP also ranked high in 
this category. 

(We should note that the fastest machine we've 
seen on our business application-based benchmark 
can't be had through the reseller channel, as it came 
from Dell Canada.) 

PRICE KUDOS 

STD managed to sneak in a base-configured system 
that manages to hit a price point of less than $3,000, 
and although several other vendors could undoubted- 
ly argue that they could have managed the same 
thing, no one did. The STD offers adequate Pro per- 
formance at near-standard Pentium desktop pricing. 

BUSINESS PICK 

For an all-round business computer, we go for the HP 
Vectra XA. Its design and accompanying bundle are 
tell tale that the machine was built with the network 
manager in mind. Performance was above par. The 
only problem we have with the Vectra XA is the 
amount of money that HP wants for a 32MB memory 
upgrade on the machine - more than $ 1 ,800. 

When we first received this information, we were 
sure it was a mistake, but multiple sources tell us that 
it is not. 

Our advice: if you're interested in carrying this 
machine, buy it from HR and source your memory 
upgrades elsewhere. MAVi 
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mn - Jetbook 7000 




200 Mhz! 
1 32 mb/s 
USB port 


Pentium 100, 133 CPU 
10.4: DSTN /SVGA TFT 
6 speed CD (opt.) 
Standard SO DIMM 
max 32mb RAM 
lgb - 2gb HDD 
only 5.4 lbs 


Pentium 1 33, 1 50, 1 80 or 200 TCP CPU 
12.1" SVGR TFT Display 
6 speed or 8 speed CD ROM 
5 in 2 Design 

Universal Serial Bus (N€UU!) 
64-bit PCI Super VGA 
Card Bus (N6UJ, 1 32mb/s PCMCIA) 
Zoom Video support 
MO drive or MP€G option 
Hot Suuap Docking Station 
6DO Memory & 12 Cache 

Call for Availability 
( 800)5384821 2 


a division ot Pacific Royal enterprises ltd. 


MobilTech International 


64-bit PCI 
6x/8x CD 
ZV port 


Jetbook XP6 


Jetbook 6300 


Pentium 1 00, 1 33 CPU 
1 1 .3" SVGA DSTN / TFT 
2mb video RAM (opt.) 
6 speed CD built-in 
Standard SO DIMM 
max 40mb RAM 
1 gb - 2gb HDD 
TV output & game 


Resellers, Distributors and 0€M's call 604.279.8731 or fax 604.279.8739 



CANADA WATCH 



New Brunswick gets break 
on PC purchases 

The province of New Brunswick, which has 
shown a strong interest in encouraging com- 
puter use and attracting the high-technology 
industry, has now announced a sales-tax 
rebate aimed at getting its citizens to buy 
personal computers. 


Two private companies have chimed in 
with free Internet access and a special 
financing deal for PC purchasers. The 
province said that, until the end of this year, 
it will give a rebate of as much as $250 in 
provincial sales tax on the purchase of any 
personal computer capable of connecting to 
the Internet. Sales tax in New Brunswick is 
1 1 per cent of purchase price, so any com- 
puter that costs 
than about 
$2,270 and is 
Internet-capable 
would qualify 
for the full 

Spokesperson Patrick 
Lacroix of the provincial 
Ministry of Economic Development and 
Tourism said the province is defining 
Internet capability to mean a 486 or better 
processor and a modem. 


P u 
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New Brunswick Telephone, a private 
company that provides local and long-dis- 
tance telephone service throughout the 
province, is also offering new customers 
three months of free, unlimited Internet 
access as part of the province's Gel 
Connected program. 


The Royal Bank of Canada is offering 
financing at one point above the prime rate 
to those who buy qualifying computers 
through New Brunswick Telephone's 
NBNet retail operation. 


However, any Internet-capable com- 
puter, no matter who sells it, qualifies for 
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the sales-tax rebate. Lacroix said. 

The government has ajlso arranged for 
community colleges throughout the 
province to offer free seminars on buying 
personal computers. 

New Brunswick, under the present 
government of Premier Frank McKenna's 
Liberal party, has viewed information tech- 
nology and telecommunications as a key to 
economic development. Tile province was 
among the first to make Internet access uni- 
versally available, and has Worked at attract- 
ing communications-oriepted operations 
such as telephone call centers. According to 
the provincial government, the Get 
Connected program is meant to give more 
New Brunswickers a basic knowledge of 
computers. 

Lacroix said 32 per cent of homes in 
the province have personal [computers now, 
and the government is hoping to raise that 
figure by four per cent. 

For more about Get Connected, see 
http://www.gov.nb.ca. 

Compaq authorizes MicroAge 
outlets for service 
Compaq Canada Inc. has authorized its first 
System Service Providers (SSPs) in 
Southwestern Ontario — MicroAge outlets 
in Kitchener, London and Hamilton. 

Qualified SSP channel partners, like 
MicroAge Kitchener. MicroAge London 
and MicroAge Hamilton, will be able to 
offer "a total service solution" to customers, 
according to Compaq. 

The company says authorized Compaq 
SSP representatives are experienced at pro- 
viding guaranteed service-level agreements 
to corporate customers. Moreover, they 
must be proficient at brea|c-fix service as 
well as the design, installation, integration, 
optimized and management of networked 
application platforms. 

In other news at Compaq, the company 
is offering promotional [Mice reductions 
until year-end on selected Netelligent net- 
work interface cards and repeaters. 

For example, a Netelligent 10/100 TX 
PCI UTP Controller that previously had a 
suggested list price of $219 is now priced at 
$179; and a Netelligent 1108 eight-port 
100Base-T Unmanaged Repeater has been 
reduced from $1,413 to $1,161. 


JetForm buys Delrina's 
forms software 

JetForm Corp. has bought the electronic 
forms software business of Symantec 
Corp.’s Delrina Group. JetForm will pay 
about US$100 million over four years in 
cash or stock. Delrina. formerly an indepen- 
dent company based in Toronto, was sold to 
Symantec, of Cupertino. Calif., last year for 
about USS415 million. Besides the forms 
software it is now turning over to JetForm, 
the group makes data and voice communi- 
cations and fax software for personal com- 

JetForm said the forms and workflow 
products it is buying from Delrina will com- 
plement its own electronic forms products 
and workflow automation software, includ- 
ing JetForm Design, JetForm Filler, 
JetForm FillerPro. JetForm Central, and 
JetForm Workflow. 

The deal also gives JetForm access to 
all current Symantec electronic forms and 
workflow customers, company officials 

Along with the products. JetForm will 
take on about 65 former employees of 
Symantec's Delrina Group, more than half 
of whom are Toronto-based research and 
development staff. These people are expect- 
ed to stay in Toronto at least for the time 
being, said a spokesperson for JetForm. 

Corel plans to develop 

personal digital assistant 
Taking a surprising leap into hardware — 
Corel Corp. has announced it will enter the 
personal digital assistant market, planning 
to ship product by mid- 1997. 

According to the company, the product 
will include standard personal information 
management capabilities for scheduling, 
contact management and voice annotation. 
It will also let users browse the World Wide 
Web. prepare notes using either a keyboard 
or handwriting recognition, and send and 

All the device's applications, including 
the Web browser, will be written in Sun 
Microsystem's Java programming language 
and will allow users to run Java applets 
downloaded from the Internet. The open- 
standard operating system — which will 
allow third-party developers to write their 
own programs for the system — will be 
embedded as a kernel into the PDA with the 
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http:///www.ccwmag.com/cw Buyer-to-Advertiser Fax Inquiry 


Dear Advertiser: 

Re: Your ad and listing in Canadian Computer Wholesaler 

Issue, page 

Please quote on your products as described below: 
Product name / Model Numbers Quantity 


Detailed specifications, requirements, applications: 


Please fax me information 
Please send catalogs/prices 
Please call me 

Please send a sales representative 


COMPANY INFORMATION 

1. Our business is mainly: 

□ Storefront reseller 

□ Non-storefront reseller 

□ OEM/Integrator/Assembler 

□ Other 


ADVERTISER 

Fax to: 

Fax No.: 

Or mail to: 


BUYER (or paste your business card here) 

From: 

Company Name: 

Phone No.: 

Fax No.: 


2. We plan to buy this product: 

□ Immediately 

□ Within 3-6 months 

□ Within 6-12 months 

□ Within 12-24 months 


3: Our main product lines are: 


4. Markets / Distribution channels we sell to: 

□ Distributors □ Small-medium size business 

o Dealers □ Government / School 

o VARs a Home-office / Consumer 

□ Manufacturers o Other: 


5. My job function can best be described as: 

□ President □ Vice president 

□j General Manager □ Store manager 

□ Purchasing manager □ Financial manager 

□ Marketing manager □ Other: 


Now fax the form directly to the advertiser. 
You’ll have all the information you want, in no time. 
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Java Virtual Machine running on top of that 

"We are cutting new ground with this 
product in that it will be a complete soft- 
ware solution." said Michael Cowpland. 
president and chief executive officer of 
Corel Corp. "With an open-standard operat- 
ing system, access to the Internet, and the 
ability to Tax and E-mail messages or syn- 
chronize data through a regular telephone 
line, our PDA will indeed be unique in the 
market-place." 

This pocket device will enable the user 
to choose between either a monochrome or 
a color LCD screen and will run on a high- 
performance RISC processor. It will also 
come with re-chargeablc batteries, a built-in 
modem for use with either a standard or cel- 
lular telephone, a wall-mount adapter, and a 
keyboard docking station for synchronizing 
data and re-charging batteries. Users will 
hold the PDA in a portrait position to access 
the PIM functions and in a landscape posi- 
tion for Internet browsing and E-mailing. 
Approximately three by four inches in size. 
Corel's PDA will retail for less than 
US$500. 

IBM Canada announces 
storage division 

Boosting its attention to the business of 
storage. IBM Canada Ltd., of Markham. 
Onl.. has formed a Storage Systems 
Division. Like a similar unit in the United 
States, the new unit will be responsible for 
the sales and marketing of disk drives, tape 
drivers, controllers, storage management 
software, and other storage-related products. 

Ross Rosier, who was formerly man- 
ager of market development for System/390 
and storage products at IBM's Canadian 
subsidiary, becomes general manager of the 
new unit, which is being split off from IBM 
Canada's Systcm/390 division. 



Markham. Ont.-based 
Batra International Corp. has announced its 
Cyrix 6X86 line of systems under the name 
— Batra Liberty. 


The company is shipping the Cyrix 
6X86 P133+. PI 50+ and PI66+ with plans 
for P200+ shortly. According to Batra. the 
products are similar to the Batra Intel 
Pentium Summit line — except with the 
Cyrix processor. 

The Batra Liberty will feature: desk- 
top. minitower, midtower: and fulltowcr 
configurations: ISA and PCI Bus: 16MB 
RAM standard, with expandability: and 
built-in enhanced IDE I/O. 

Microsoft, IStar team on 
Internet access 

Ottawa-based Internet access provider — 
IStar Internet Inc., is hoping for a further 
boost from a deal with Microsoft Canada 
Inc. of Mississauga. Ont. Microsoft has a 
new Internet Connection Wizard in its 
Windows 95 operating system that, working 
with the Internet Explorer Version 3.0 
browser, will hook customers up to the 
Internet using IStar. 

When an Internet Explorer user in 
Canada opens the wizard, i| will prompt for 
a telephone number with aijea code. 

As long as IStar offers local access in 
the customer's calling area, the wizard will 
then present a sign-up form for access to the 
net through IStar. 

For its part. IStar has selected Internet 
Explorer 3.0 as its default browser, and will 
offer the software to all of its customers, 
officials said. 

CANARIE invites applications 
for funding 

The Canadian Network for the 
Advancement of Research. Industry, and 
Education (CANARIE) has announced it is 
accepting applications foe shared funding 
for research and development projects 
meant to create new network products and 
applications. In conjunction with the feder- 
al government. CANARIE will hand out 
about SI5 million in support for such pro- 
jects this year. 

The shared-funding program has oper- 
ated since 1993 and has hacked more than 
100 projects so far. officials said. 
Preliminary applications must be received 
by Oct. 22. and applicants selected in the 
first phase will be asked tojprepare full busi- 
ness plans for the second phase of the selec- 
tion process. CANARIE js on the Web at 
http://www.canarie.ca. 


Cognos hopes intranets will 

boost business intelligence 

Cognos Inc. hopes to capitalize on the 
growing use of intranets by beefing up its 
business intelligence software products 
with features that let the software interact 
with intranets. The changes will take place 
over the coming year, according to Rob 
Rose, director of product marketing at 
Cognos. 

Rose said Cognos plans to add features 
to its Impromptu and PowerPlay packages 
to let them work natively in an intranet envi- 
ronment. Both packages provide data access 
and analysis capabilities. Rose said an 
intranet — a closed corporate network using 
Internet protocols — can serve as “a great 
distribution environment" for the packages. 
The enhancements will include support for 
hypertext markup language (HTML), which 
is the standard on which World Wide Web 
documents are built. 

Cognos also plans to provide server 
versions of PowerPlay and Impromptu that 
will run on a corporate Web server or on a 
second machine attached to the Web server, 
and will allow access to the Cognos soft- 
ware's capabilities from an ordinary Web 
browser running on any PC attached to the 
intranet. Rose said this will mean that 
intranet users will be able to extract data as 
they need it rather than waiting for sched- 
uled reports. 

Also. Rose said, Cognos plans to add 
security and access control features to make 
its software suitable for intranet deploy- 

All of the additions will be made over 
the next 12 months. Rose said. 

The first steps — modifications to the 
existing versions of PowerPlay and 
Impromptu to work with intranets — are 
due shortly. The creation of server versions 
allowing for browser access will take the 
longest, with beta testing of these products 
due in (he spring. Rose added. HS3 


Visit our Web site 
http://www.ccwmag.com 
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Windows NT 4.0 — 

Should it be part of your 
company’s product line? 


by Alan Zisrnan 


Answers to some common questions: 

Will Windows NT 4.0 come 
to replace Windows 95 
on the desktop? 

No. Windows 95 wtll remain popular, 
and will outsell NT for the next few 
years. It remains a better choice for 
most home and small business sys- 
tems, and for virtually all portable 
computers. Expect to have to provide 
both Windows 95 and NT 4.0 as 
options. In fact, some users will prefer 
to stick with tried-and-true Windows 
3.1 — 20 million units of that will be 
sold In 1995, according to research 
firm Dataquest Inc. 

What systems should come 
standard with NT 4.0? 

Expect your standard NT 4.0 system 
to be a high-end Pentium, or even bet- 
ter. a Pentium-Pro, with 32MB of RAM 
and a 2GB hard drive. Include a CD- 
ROM and 1 6-blt sound card, but make 
sure that both (along with your video 
card) have NT 4.0 drivers (older NT 
drivers don't count). But be sure to 
include DOS and Windows 3. 1 drivers 
as well, with all systems, allowing 
users the option to boot to DOS if 
needed. 

Who will be the target 
customer for NT 4.0? 

NT 4.0 is being targeted at a business 
users, connected to a local area net- 
work. (You might want to make an 
NE-2000-compatible Ethernet card 
standard on all machines). As well, 
expect some sales to so-called power- 
users at home or in small businesses, 
the buyers who want to be on the cut- 
ting-edge. Or anyone wanting to pur- 
chase a Pentium-Pro and make full use 
of its power 


§ Just wben you thought it 
was safe to preload all 
your machines with one 
operating system — 
Windows 95. Microsoft 
has gone and done it 
again. ;By the time you 
read this. version 4,0 of 
Windows NT will be making its way through 
the OEM channels. aimingUo be installed on 
the computers you produce, distribute, and sell. 
Where docs NT fit in Microsoft's plans? 
More importantly, where should it fit in 
your plans and product line? 

A Look to the Past 
Microsoft has a long history of taking several 
generations of a product before finally getting 
il right, but then releasing software that dom- 
inates the market-place. Windows 1 .0, for 
cxumplc, was released (very lute) in 
November 1985. It wasnjl until 1990 and 
Windows 3.0 that Windows became wide- 
spread. The mass popularity of the Win 3.x 
product line came as a big surprise — not 
leasl of all to Microsoft. Through the end of 
the 1980s. they, along with most self-appoint- 
ed computer experts expected thul the future 
would belong to OS/2, then a joint Microsoft- 
IBM project. 

But the success of Windows 3.0 also 
pointed out its shortcomings: built on top of 
198 1 "s DOS. it lacked long file name support 
and had a disconcerting habit of crashing, just 
when you started to rely on it. Taking OS/2 
technology from the divorce with IBM. 
Microsoft announced an Industrial-strength 
alternative — Windows NT. to be completely 
rebuilt from scratch. 

To head the development team, the com- 
pany recruited respected software developer 
Dave Cutler, from Digital Equipment. NT 
was to have two major focuses: as a network 
server, bringing the ease of a graphical inter- 



face into a market dominated by Novell 
NetWare, and as a workstation, in competi- 
tion with a wide range of Unix machines. 

NT was designed, like Unix, to be 
portable — to run on a range of different 
processors, not just the Intel x86 line, like 
DOS. Windows, and OS/2. As well, it would 
support machines with more than one proces- 
sor. letting it out-perform standard DOS and 
Windows. It would feature industrial-strength 
security and stability. 

But NT 3.1, the first version (named to 
appear to be in common with just-released 
Windows 3.1 ). like many other Microsoft first 
releases, underwhelmed the market. It looked 
just like Windows 3.1. but ran slower. It took 
up (for its time), a lot of hard drive space, and 
required a lot of RAM. (Compared with 
today, large hard drives and RAM were 
expensive and rare.) 

The OS isolated software from direct 
access to the hardware. This was vital for 
improving stability, but meant that many 
DOS programs, and some standard Windows 
programs simply wouldn't run. As well, there 
were virtually no 32-bit Windows programs 
to take advantage of NT's strengths. 

The next versions. NT 3.5 and 3.51 were 
better. Performance was improved; RAM 
requirements were a bit lower. And Microsoft 
made a clever move. 

While developing Windows 95 for the 
mass market, the company announced that 
32-bil applications for Windows 95 wanting 
official Microsoft approval would need to run 
under NT as well. In a stroke, they created a 
critical mass of applications that provided 
native performance under NT as well as Win 95. 

NT 3.51 picked up sales, and could run 
on RISC processors including Digital's 
Alpha, the MIPS scries (mostly on machines 
from NEC), and on PowerPCs, it still featured 
the now old-fashioned Windows 3.x interface. 
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Enter Windows NT 4 

Version 4 brings the newer, Windows 95-style 
user interface to NT. Like earlier versions, it 
comes in two flavours: server and workstation. 

The workstation version costs less, and 
will be used by more users. 

As the name suggests, the higher-priced 
Server version is aimed at corporate local 
area network servers, replacing and working 
alongside Novell Netware servers. 

While NT 4.0. like earlier versions, sup- 
ports multi-processor machines and a variety 
of CPU models, the bulk of its sales are 
expected to be on single-processor Intel (or 
Intel-done) computers — Pentiums and 
Pentium-Pros. 

In theory, it will run on a machine with 
as little as 12MB RAM. but then again. 
Windows 95 will run. in theory, on a 4MB 
machine. NT on a 16MB machine is like 
Windows 95 on 8MB — the bare minimum 
for acceptable low-end performance. 

Expect to install at least 24MB (or bett- 
ter. 52MB) to keep users happy running NT 
while multitasking a couple of large applica- 
tions. Set aside 90MB to 120MB of disk 


’ space for this operating system. 

With 1GB and bigger hard drives now 
standard, this should not be a problem. 

NT 4.0 will run on a 486. but expect to 
install it on Pentiums or! better. Unlike 
Windows 95. it makes good use of the newer 
Pentium-Pro series CPU: like OS/2, it is a 
fully 32-bit operating system, and when run- 
’ ning 32-bit software, it will fly on a 
’ Pentium-Pro. 

Versus Windows 95 
It falls behind Windows 95; however, in a 
couple of areas. Plug and Play is not yet well- 
supported. In fact, in installing NT onto a new 
system, it may make sense to first install 
Windows 95. Note the hardware settings 
detected by Windows 95. and write them 
' down, using that information to properly set 

• up NT. NT 4.0 also uses a new driver model- 

■ as a result, neither Win 95 or older NT drivers 
. can be used. Initially, fewer hardware options 
. are supported. 

* Make sure any hardware on your 

■ systems is on the "approved for NT 4.0" 
. list available on the] Internet at 
. http://www.microsoft.com. Tp make matters 
. worse, unlike Windows 95. iyou cannot use 


older DOS-level drivers for unsupported 
devices. If there is no NT 4.0 driver, you're 

The OS also doesn't support Advanced 
jwer Management or hot-removal of PC- 
Cards. As a result, it is a poorer choice of an 
operating system for notebooks than 
Windows 95. 

Along with the new. Windows 95-style 
interface however. NT includes support for 
most of Windows 95’s new programming 
initiatives: ActiveMovie, DirectDraw. 
Directlnput. and DirectSound. As a result, NT 
4.0 will provide a better multimedia and 
game platform than earlier versions of NT. If 
users expect to run many DOS games, how- 
ever, they should be prepared to boot to DOS. 
(NT 4.0 does support multiple operating sys- 

All versions of NT also support the 
NTFS file system, which provides better sup- 
port for large hard disks (greater than 1GB) 
than the old DOS F AT or even Windows 95's 
new FAT-32. K53 

Alan Zisman is a computer journalist and 
teacher living in Vancouver. 
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Choosing a NOS 

Selling network operating systems 
can be profitable — but challenging. 
Weigh your options carefully when 
getting into the NOS market. 


by Owen Sagness 

a For resellers thinking of elitering 
the network operating system 
_ _ (NOS) market, the number of poten- 
• tial product lines to carry and deci- 

sions associated with each may. at 

fits. Asking yourself a few. strategic 
questions, however, and establishing appropriate crite- 
ria. will lower the hurdle, and present a clear vision for 
successful NOS reselling. 

The benefits of selling network operating systems 
are powerful, and include profits on software, the 
opportunity to strengthen customer relations, and 
expand the service side of reselling. 


* What features arc important to customers? 

• Is this a technology that is widely supported? 


• What kind of support can be expected from the vc 
dor after purchasing its product line? 


Features to consider 


The network operating system you choose to sell 
and support should be able to satisfy your customer's 
current and future needs. 


Network operating systems is one area in tech- 
nology where there are still high margins, and there- 
fore large profits, to be made. Through the sales and 
service process, resellers arc in the ideal position to 
forge strong relationships with customers. 
Relationships increase the likelihood of future sales 
for complementary applications such as business pro- 
ductivity software for network management database 
management and firewalls. Furthermore, the nature of 
the software provides the potential to sell NOj? cus- 
tomers value-added services, including installation, 
network configuration, training and on-going support. 

Once you've decided to enter the network Operat- 
ing system arena the choice of products may seen) over- 

This is where a list of clearly defined criteria can 
play a key role. It is necessary to evaluate product lines 
by asking yourself such questions as: 

• Which environment should 1 support? 

• What makes up a reliable network operating system? 


Investment protection is a required element of 
any solution. A reputable network operating system 
manufacturer considers scalability a standard feature. 
Multiprocessing support, a wide range of network 
protocols, a high-performance file system and a 
processor-independent architecture all contribute to a 
system's scalability and flexibility. It should also have 
a good, secure, self-recovering file system. 

Customers looking for a new network operating 
system demand ease of use. Network operating sys- 
tems with a familiar graphical interface and compre- 
hensive management tools simplify tasks such as 
adding and deleting users, configuring printers and 
assigning access rights as well as more complex oper- 
ations including remote-management and migration. 
Easy set-up or installation is equally important. 

The complexity of installation, auto-detection of 
devices and hardware, and device support arc high on 
the lists of customers who have no lime to waste with 
complicated systems. 
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ings arc becoming a key point of competitive advan- 
tage. Customers want to know that their reseller has 
the expertise to assist with installations, additions, 
training and provide service. Vendors, for their pan. 
are increasingly looking to the channel to provide ser- 
vice and suppon functions. 

With margin^ shrinking, services also enable 
skilled resellers with a complementary revenue 
source. Training id critical and. given that a network 


A company that is 
dedicated to its 
channel has a vari- 
ety of reseller pro- 
grams in place and 
goes out of its way 
to make it easy to 
sell and suppon its 


new applications in the areas of remote networking, 
imaging, multimedia and on-line services are emerg- 
ing constantly, and are demanded by customers whose 
needs continue to grow. A reseller must have a well- 
trained staff who can handle customer inquiries and 
problems by phone or on-site. 

As competitive edge and relationships continue 
to play a crucial role in the success of resellers, the 
reseller needs to know that the products they carry will 
meet customer needs now and in the future. 
Identifying the issues which are important to cus- 
tomers. and knowing you can rely on a variety of sup- 
port options now. and in the long run. mean you can 
deliver the solutions people need in a manner they 
demand. H23 

Owen Sagness is product manager for NT at 
Mississauga, Ont.-based Microsoft Canada Inc. 
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A good company will offer such tools as regular 
newsletters containing timely information that helps 
resellers improve marketing efforts, and dedicated 
toll-free phone suppon. giving them the latest infor- 
mation on all of the company's products, services and 
promotions programs. 

In addition to telephone support, some companies 
have a fax-on-demand system which allows resellers 
to call in at any given time and request product 
brochures, case studies, technical whitepapers and 
technical product support documents. 

Other companies, take that service to another 
level and provide on-going seminar series featuring 
product and sales information relevant to resellers, 
plus software evaluation programs. 

More and more, a reseller's service and support offer- 


“The network operating system you 
choose to sell and support should be 
able to satisfy your customer’s current 
and future needs. Investment protection 
is a required element of any solution.” 


ment, provides on- 
going opportunities 
for continuing to 
work with satisfied 
customers. In 
today’s fast-paced 
software industry. 


Once you have examined a particular company's prod- 
uct line and you're satisfied it meets your strict stan- 
dards. it's time to examine the company itself. 

Specifically you should look for a company that 
has made an effort to put together a team of sales and 
marketing representatives that focus solely on the 
Canadian reseller channel. This is an indication the 
company understands your business and is committed 
to the Canadian market-place. 





Multimedia Mania - 

Is This The Big Year? 

by Edward Trapunski 


It really seems that every year the age of mul- 
timedia has dawned. This is the year, we are 
told each year, that multimedia applications 
are going to progress from the consumer mar- 
ket to the heady corporate world of business 
applications. 

Is this the year of the big transition? 

Multimedia refers to the use of comput- 
ers to integrate text, audio, graphics, anima- 
tion. and video into specific programs. 

Technologies have advanced 
creating the capabilities. But 
the challenge for the industry 
remains the ability to make 
multimedia relevant for busi- 
ness use. and more than just 
for fun and games. 

There is no ques- 
tion multimedia has 
caught on in the con- The Mum 6400 Series multimedia machine. 

sumer market, largely 
through the latest-generation video games, 
and to a somewhat lesser degree through edu- 
cation. reference, and edutainment CD-ROM 
titles. Though there has been an attempt to 
leap into potentially appealing services such 
as on-line banking and interactive shopping, 
multimedia has stalled in the games arena. 

The problem appears to be the repackaging of 
content and information without taking full 
advantage of the potential for interactivity. 



The Training Opportunity 

Faced with this hit-and-miss on the home 
front, many developers have turned their 
attention to what they perceive to be the 
promise in the office with interactive training, 
distance learning and the integration of multi- 
media into sales, marketing and business pre- 
sentations. Presentation software has evolved 
from providing simple slide shows to allow- 
ing die integration of video clips, and sound 
with animation. 


Videoconferencing looks like the most 
promising areas forbusinessjmultimedia with 
participants able to hear and see each other 
using digital cameras plus (video and audio 
capabilities built right into the computer. 
Using the same computer erivironment. users 
will not only be able to talk to each other but 
at the same time share text and graphics. 

Intel Corp. is banking on the success of 
videoconferencing to drive; the sales of its 
next-generation multimedia-supporting 
Pentium Pro semiconductor 
chip. The Gartficr Group fore- 
casts revenues of more than S4.7 
billion for the desktop videocon- 
ferencing market by 1997. 

Historically, Apple has been 
the hardwarej platform that 
offered the most multimedia 
capability — with outstanding 
features like bijilt-in video cap- 
ture and excellent sound capabil- 
ity. As computers are bein£ used more and 
more as communications tqols. all operating 
systems will be challenged On the multimedia 
front. Apple views corporate learning and 
computer-based training as the most promis- 
ing prospect for multimedia with immense 
opportunity for exploratory visual-type 
learning. 

"Games are the vanguard of multimedia 
and push the edge the most." says William 
Powell, market development specialist for 
Apple Canada Inc. “In education (multime- 
dia) is useful for its simulation capability. You 
can add a real dynamic." 

Compaq Computer Corp. on the 
Windows side is perhaps less enthusiastic 
about multimedia. It divides its line into two 
brands. The Presario brand is targeted to 
those people most likely to do the kinds of 
things associated with multimedia while the 
business line has fewer or no multimedia fea- 
tures. "As far as the hardware goes, a com- 


puter is a computer." says Bryan Wray, con- 
sumer product manager with Compaq Canada 
Inc. "Some people want a computer just to 
do word processing and spread sheets. Other 
people may want to create multimedia for the 
Internet. It depends." 

Multimedia has Games Stigma 
And because of the connection of multimedia 
with games, there is a stigma. "I’m not sure 
the corporate world is ready to embrace mul- 
timedia on every desk-top.” Wray says. 
"Since it's associated with games to a large 
extent, companies want their employees to be 
focused on doing productive things and not 
on entertaining things." 

Wray doesn't see the average user using 
multimedia as a produedvity tool on a day-to- 
day basis, because the need isn't there. While 
the functionality of multimedia is advancing 
in increments he says he doesn't think the 
quality of the output is acceptable yet. 


“I’m not 

sure the 

corporate 

world is 

ready to 

embrace 

multimedia 

on every 

desktop.” 


— Bryan Wray 



As far as Fred Patterson, general manag- 
er of Micrografx Canada Inc. is concerned, 
multimedia's day is now. Its benefits are no 
longer reserved just for the graphics profes- 
sionals and he's aiming his graphics software 
products at the business users instead of the 
professional graphics user. For a relatively 
low price, he says ordinary people can expe- 
rience the effectiveness of muldmedia. 

continued on page 59 


October 1 996 WHOLESALER 



SOURCING DIRECTORY 


01 Communique Laboratory Inc. 

1450 Meyerside Dr., Suite 5 00 

Mississauga. Ont. L5T 2N5 

Tel. (90S) 795 2888 Fas. 1905) 79S-0W1 

3COM Canada Inc. 

2225 Sheppard Ave East Anna 3 Suite !204North rc 

Tel: (4’6) 498-3266. Fax: 1416) 498-1262 

3D Microcomputers 

150 Bullock Dr 

Markham, Ont. 13ft 1W3 

Tel (905) 472-8822 Fax 1905)472-6633 


x <519)452-6262 


an Aye. £.. Suite 305 


A&L Electronic 

3771 Jacombs Rd, Suite !7( 
Richmond, B C V5V 2L9 

Aaronic Technology 


AC Components Inc. 

461 Esna Park Dr, Suite 15 

Markham. Ont. 138 H 18 

Tel: < 905) 470- 1933 Fax: <905) 470- 1 933 

Acbel (Canada) 

5500 Tomken Pd. Unit 8, Mississauga Ont. L4W 2Z4 
Tel <905) 602 7866. Fax. 1905) 602-7871 


20 Barnes Court, Building G, Concord, Ont. L4k 
Tel <905) 660-2425 Fat. <905 1 660 9617 
Toll-Free 1-800 666-5567 
Access Graphics of Canada Inc. 

50 Burnhamthorpe Bd. W.. Suite 401 

Mississauga. Ont L5B3C2 

Tel: <8 00) 827-9950 Fax: <905) 277-3390 


Fax <416)499 0757 

ACCOUNTWARE Dist 


x- <905) 738-0570 


ADAM Peripherals Inc. 

265 Hood Road. Unit 3. Markham, Ont. 138 4N3 
Tel: (905) 305- I 277 Fax: <9051 305 - 128 1 
(nremtf 


oil Free. 1-800-363-AC 


Adobe Systems 

41000-145 King Street, Toronto, Or It. M5H 3X6 
Tel: <4 1 6) 360-23 17 Fax: <416) 360-29 1 7 

Advance Integration Research (Canada) 

7575 TransCanatkenne, Unit500. St-Ladrent Oucbec HAT 1 w 
Tel: <51 4) 956 -0400 Fax: 1514) 956 W323 

Advance Interactive MultiMedia 

743 1 Button St . Burnaby. B 


>4) 517-0634 Fi 
Advance Interface Electro 

88 Konrad Crescent Markham. C 
Tel- <905)479-1443 Fax (905)- 


11 7<0643 


r T" 


:e Medal Computer 


nsBM RexdaleiOntarni M9W 556 


Montreal. Que H3W229 

Tel: (514) 485-2307 Fax: <514) 485-2494 

Acer America Corp. 

5155 Spectrun 


Acer Canada Ltd. 

5155 Spectrum Way, Suite 9, Mississauga, Ont. L4W5A1 
Tel : <905) 6 02-8200 Fax: 1905) 6 02-7799 


Toll-Free: 1-800-567-7227 

Across the Ocean Mfg 

8461 Keele St., Unit 28. Concord, Ont. L4K 1 i 
Tel (90S) 669-9667 Fax <905. 1 660-7884 


Toll Free I-800263-42S8 
AK Microsystems 

24 5 West Beaver Creek Rd.. Suite 98: 
Richmond Hill, Ont L4B 1L1 


Alberta Computer i 

Calgary, Alta T2E 7A7 
Tel: <403) 291-5560 I 

Allied Telesyn Inter 

151 Carhngview Dr , Unr 

Tel (905) 803-8626 

Alpha Technologies 

Tel <604)430-1476 Fa 

Branch Office: 

Mississauga, Ont Tel. I 
Fax: <905) 712-1012 

Alternate Source Components Lt 

775 Pacific Rd . Unit 32 
Oakville. Ont Lt 


http "vwm.alternalestr t 

Alternative Micro Par 

40 McPherson St, 

Markham. Ont L3R3V6 
Tel. 1905) 771-8720 
Fax, <905) 771-896' 


t: 1905) 825-413) 


250 West Beaver Creek Rd. Suite '5 
Tel (905) 881-3020 Fax 1905) 881-3023 

Anixter 

33 City Centre Drive. Suite 5 IQ Mississauga, Ont L5B2N5 
Tel. (470 897-5665 Fax: (416) 897-6236 

Artisoft Inc. 

10 Carlson Court. Unit 590, Etobicoke, Onl M9W 612 
Tel: (416)213-8600 Fax: < 416) 213-8602 
Arvida Technology Ltd. 

*160. 6651 Elmbndge Way. Richmond. BCV7C4N1 
Tel <604) 303-2939 Fax (604) 278-1830 
ASCII Group Canada Ltd., The 
2285 Maple View Or . Stroud. Ont. LOL 2M0 

Asia-Link Computer Inc. 

45A West WBrmtSt. Unit 1 5. Richmond Hill. Ont. 148 Hit 
Tel. (9057 731 1928 Fax. (905) 731-6875 
Toll-Free. (800)461-8079 
Branch Office. 

Halifax Fax. 1902) 852-1453 Toll Free: 1-800-781 7036 

AST Canada Inc. 

255 Marheson Blvd West. Mississauga. Ont. L5R 3G3 
Tel- (905) 507-3278 Fax 1905) 507-0586 
ATI Technologies Inc. 

33 Commerce Valley Dr. East 

Thornhill, Ont. L3T 7N6 

Tel- (905) 882-2600 Fax <905) 882-2620 

Attachmate Canada Inc. 

4260 Still Creek Dr . Suite 400 

Burnaby. B.C. V5C6C6 

Tel <604) 294-9499 Fax <604) 473 3990 

Aves Marketing Inc. 

6707 Sperling Ave . Burnaby, SC. V5E2V3 
Tel- <604) 4 33-8273 Fax (6 04) 433-8216 

AVS Technologies Inc. 

2100 Trans Canada Hwy. South Dorval. Ouebec. H9P 2/V4 
Tel <5 14) 683-1771 Fax. <514) 683-5307 

Bounhers Point, Halifax. N.S 80) 1G0 
Tel: <902) 826 2440 Fax: <9 02) 826 7274 
http. axses@carianet. net 

AZERTY 

5850 Cote de Liesse, Suite *300. Montreal QC H4T 182 
Tel: 1 800-361-5964 Fax 1800463-7975 

B-TEC 

nP®fecrest. Laval. Oue H7W 184 
j§j(5$|;945-7363 fax (514) 687-9853 

Ballance Display 

204 03 kda.:-:- Rd Toronto. Onl M3N 2SS 
Tel: 14 16) 745 1868 Fax: <4 16) 745-0827 

Banyan Systems Inc. 

2695 N. Sherdan Way. Sre!60. Mississauga. Ont L5K 2N6 
Tel (90S) 855-2971 Fax (905) 855-2894 
Branch offices 

Montreal. Oue Tel (514) 426-2644 Fax (514) 426-0326 


ix. (410 674 2536 


Battery Network B.N. (Canada) inc. 

290 Place Datura, lie Parrot, Quebec J7V 7N3 
Tel: (5)4)651 3366)800-431-1220 Fax (514)65 
Bay Networks Canada 
5775 Vongc St., Floor 19 
Horth York. Ont M2M411 


» (604) 244-8612 
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Cooper System Development Corpi 

59 Mill Sr N Newcastle. On t LIB 1H8 
Tal. (90S 1 987-2234 Fa a. (9 05) 987-2253 
http i 'oix com'grasp 

Corel Corp. 

1600 Carling Ave. Ottawa, Ont KIZ8R7 
Tel: (6131 728-8200 Fan: (613) 728-9790 


te Computer Systems Inc. 

179-2223 Fax: (905.1 479-S55S 


Tel (905) 238-8456 Fi 
Custom Service (800) 998-1000 
Technical Support (405) 742 - 6655 
CSS Laboratories Canada Inc 
9225 Leslie St.. Suite 1 
Richmond Hill, Ont L4B3H6 
Tel. (90S) 882-0260 Fax (905) 881 
http:iivwwr.csslabs.com 
Cybersoft Enterprises Inc. 

200 Cochrane Dr., Unit 7, Markham, 
Tel. (905) 940-0966 Fax (905) 9 40 


Daytek Electronics Corp. 

Tel. (6 04) 270-3003 Fax (6 04) 270-3022 

Deltec 

235 Yorkland BM.. Suite 300 I 

North York, Ont M2J 4Y8 

Tel: (416) 493-0196 Fax: (416) 493-7930 

Dentec Computer Corporation 

465 Milner Ave , Suite 3 

Scarborough, Ont. M1B2K4 | 

Tel- (416) 292-4003 Fax: (416) 291-2487 

Develcon Electronics Ltd. 

856-51 St St Cast. Saskatoon. Sask 
Tel ■ 1800) 667-9333 Fax- (306) 9. 
http.irwww.develcon.com 


5C7 


Tel: IS 

Dictaphone Canada 




Digidyne 

Masissauga, 


INd £ . Suite 
LAW 561 
624-0404 Fax (90S) 624 


Eicon Technology Corp. 

ISO York St V/est, Suite 804 

Toronto. Ont M5H 355 

Tel. (416) 214 2690 Fax Ml® 214-2695 


Tel: (90S) 470 7301 Fax : (90S) 470-7304 

Electro Systems Group Ltd. 

1 1 20 SamTprd St , Winnipeg. Man. R3£ 2Z9 
Tel: (204)772-94 11 Fax: (204)772-94 14 

Elitegroup Computer Systems 


EMJ Data Systems Ltd. 

PO Box 1012, Guelph, 0ntNlH6Nl 

Tel (519) 837-2444 Far (5 19) 836-1914 

Richmond BC Tel: (604) 270-9324 Fax (604) 270-7834 

Calgary. Alta Tel (403) 250-5343 Fax (403) 250-S373 

Bedford. B.S Tel (902) 835-1621 Fax: (902) 835 9127 

St Lament, Oue Tel: <51 4) 745-4500 Fax. (514) 745-2886 

Winnipeg, Man Tel: (204) 9490055 Fax: (204) 9490063 

EMPAC Computer Corp. 


'5; 948-3070 
i Co/unpra V 


DacEasy Canada Ltd. 

307 5- 14th Ave . Suite 201. Markham, Ont. Li 
Tel: (905) 940 3314 Fax: (90S) 940-0308 
Daewoo Electronics Canada Ltd. 

1 70 Alden Rd., Markham, Ont. L3R4C1 
Tel: (90S) 415-7290 Fax. (90S) 415-7287 
Daisytek Canada Inc. 


DAIWA DSS Distribution Inc 

361 Alden Road. Markham, Ont L3R 3L4 
Tel: ( 416 ) 499-2889 Fax: <41 6) 492-6501 
Branch Offices. 

Richmond, B.C.. Tel (604) 244-9912 Fax: (6 04) 244-9986 
Mississauga Tel. (905)2388701 Fax. (905)238 1586 

Dasher Technology 

70 Gibson Drive. Unit 1 1, Markham, Ont L3R 4C2 

Tel: (90S) 4 1 5-0436 Fax: (90S) 4 1 5-096S 

Data Accessories Corporation 

172 Trowers Rd., Woodbridge. Ont. L4L 847 

Tel: (905) 850-8484 Fax- (90S) 850-8490 

Data General (Canada) Company 

350-7070 Mississauga Rd 

Mississauga, Ont. L5N 718 

Tel (905) 819 5300 Fax: (905) 819-5418 

http:llwww.dg.com 

Datacom 

26 Barlow Rd , Markham. On, L3R 8A2 
Tel (905^4158655 Fax: <905 ) 4158660 

DATAHOME Infosystems 

263 13986 CambieRoad. Richmond. B.C. V6V2K3 
Tel (604)278-3584 Fax 1604) 278-0532 
Toll Free: 1800361-DISK 

DATALINK (urtec) 

129 Telson Road. Markham, Ont L3R 1 14 
Tel: (905) 415-0145 Fax: (90S) 475-9840 

Datamex Technologies Inc. 


5/. (905 ) 886-6371 Fax (90S) 764-7944 
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Discis Knowledge Research Inc. 

90 Sheppard Ave. £., 7th Floor I 
Toronto. Ont M2N 3A1 
Tel 1416) 250-6537 Fax 14161250-6540 
http i/222.goodmedta comidiscis ' 

Discount Computer Club 
2iF. 145-4471 No. 6 Road. Richmond, B.C \/6V IR8 
~ 14) 821-1 108 fax (604) 62 1 <j8 13 


9- (604) 525-1089 

, CatgarylAtta. T. 


DiscoverWare Inc. 

926-5th Ave SW, 5th Flo . . 

Tel- (4 03) 237-0426 Fax (403) 237 - 0457 


Dynacom Technologies 


Dynamic Channels Canada Inc 

Tel- (90S) 770-0275 ’ Fax' (905) '770-0256 

Dynatek Automation Systems Inc 


E-LOG Business Systems 

240 Riviera Drive. Uni ; 3. Mark 
Tel;(t905) 946-9649 Fax: (90'. 

E-Tech Canada Limited 

7725 Birchmount Road, Unit 44. Markpam, Ont . L3R 9X3 
Tel.i<905) 479-9696 Fax: 19 05) 479-9582 


Easypay 

■7)3 Her -s;e Way. I 


EPROM Computer Systems 

705 Mxtdtehekt Road. Unt 101. 

Scarborough. Ont. M1V5H5 

Tel (416)321-1336 Fax : (416) 321-11 

EPSON Canada Ltd. 


x- (416) 49B-4574 


x. (905) 575-7874 


Essapac Products Ltd. 

755 The Oueensway £., Suite 
Mississauga. Ont L4Y 4C5 


ETC, Everything to Connect, Ir 


Ever Corp. (Canada) Ltd. 


Evergreen Peripherals Inc. 

Mississauga, Ont. 1ST 2M8 

Tel <905 ) 564-7336 Fax (90S) 564-7340 

Evetek Computer 

4248-13986. CambieRd. 

Richmond B.C V6V 2K3 

The company manufactures personal computers and dis- 
tributes PC peripherals 

Calgary: Tel: (403) 250-3633 Fax' (403) 250-1360 

Exabyte Corp. 

3800 Steeles Ave. West. Suite 121 

Woodbridge . ont. L4L 4G9 

Tel: (416) 744-6006 Fax: (416) 74081 19 

Excel Business Centre 

86 Sheppard Ave West, North York. Ont M2N 1M2 

Tel: (416) 225-4121 Fax (416)225-6349 

Exide Electronics Canada Inc. 

380 Carlirgview DR. Ont. M9W 5X9 
Tel: (4W 798-0112 Fax- (416) 798-0062 
Toll Free 1-800-461-9166 
Faronics Technologies Inc. 

57 A S3 Clipper Street Coquitlam. S C. V3K 6X2 
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Fastech Computer Ltd. 

160-13751 Mayfield Place, Richmond B.C, V6V 2G9 
Tel 16041 279-9686 Fax: 16041 279-9787 


GMS Datalink International Corp. 

1 102 342 Cast Kent Ave.. Vancouver BC. V5X4N6 
Tel <604) 327-4335 Fax: <604) 3272600 
Toll-free 1-800-750-4848 


Golden Dragon Systems 

3330 McNkoll Avenue, Scarborough, i 
Tel- <416) 297-1202 Fax: (416) 754 2. 
Branch Offices: 

Ottawa. Ont. Tel: <6’ 3) 739-0775 F, 


sll-Mark Computer POoducts 

it S upe/ior Boulevard, Mississauga. Ont. L5 
I: (80*68-7982 Fax: <9 05) 795-3844 


Richmond. 8 C Tel: <604) 276-8271 Fax: <6 04) 2704) 187 

Hewlett-Packard Canada Ltd. 

51 50 Spectrum Way, Mississauga, Ont. L4W5GI 
Tel <905) 206-4725 Fax: <905) 206-4739 


x: <905) 826-8818 

Hyuen Canadian Enterprises Ltd. 

240-11181 Bridgeport Road. Richmond, B.C l 
Tel- (604) 279-8818 Fax: (604) 278 3089 


lology Inc. 

■f, B.C jv6M 3V 


Focus Electronics (CANADA) Inc. 

Tel. <604 ) 273-8086 Fa* <6 04) 273-3488 

Fujitsu Canada Inc. 

2800 Matheson Bird. East. Mssissauga, Ont L4W4XS 
Tel. <905) 6 02-5454 Fax: <905) 602-5457 

Gainbery Computer Products, Inc. 


GATES/ARROW Di 

fflpt^jferside Drive. 

GB Micro Electronics 

5575 Ch St frangois. St-L 


General Datacomm Ltd. 

4W308.2255 Sheppard Ave East, WHkxwdale, Ont M2I4YI 
Tel: (416) 498-5100 Fax. (416) 49 9-0248 
Genicom Canada Inc. 

100 Commerce VaHey Drive East ThomMI Ont.. L3T 7RI 
Tel: (90S) 882-2500 Fax : (90S) 882-7588 
Gentek Marketing Inc. 

20 Bamers Court. Btdg G. Concord, Ont. L4K 4L4 
Tel: <905 ) 738 9300 Fax: 1905) 738-5563 
Branch Office: 

Richmond. BC Tel: <604) 273-5066 Fax <604) 273-5003 

GHM Computer Accessories 

63 Sitverstar Blvd. Unit C- 11 Scarborough Ont Ml V 5ES 

Tel: <416) 299 3369 Fax : (416) 299-3685 

Globelle Corporation 

5107. Orbitor Drive Mississauga. Ont. L4W 4V1 

Toll-free : <800) 465-1616 Fax: <905 ) 6 29-4331 


36 East Boulevard. VL ... .. . 

f (604) 261-1800 Fax: (6 04) 263-920 1 
l Free 1-800-663-9272 


Impulse Computer Corporation 


Ingram Micro Inc. (Canada) 

?in Rermac Drive. Weston, Ont M9L 223 
: 5)740-9404 Fax- <905) 740*100 


>nd. B C Tel: 1604) 276-8357 I Fax: <604) 276-8359 

InterWorld Electronics & Computer Industries Ltd. 

16 41 Welch St. North Vancouver, BC 

' ' ' ‘41 984-8357 


!l. (60S 984-4171 Fax: (604) 984 

mailFMervvorld-vctrivmindlini.be 


5 Fax. <604) 273-0629 
4)631-1686 Fax: <514)631-7198 
4) 989-8750 Fax < 204)254-7832 


Lapro Marketing 

Road, Richmond 8 C 

3 Fax- <604) 231)162 


120-3771 lacombs Road, Richmond BC V6V2M5 

1-1638 F 

LCF Advanced Technology Lt 

Unit *333-13988 Cambie Road. , 

Richmond. B.C V6V2K4 
Tel: (604) 303-9628 Fax: <604) 303-9638 

LCH Resources Inc. 


Lexmark Canada Inc. 

160 Royal Crest Ct. Markham . Ont. L3R OA. 

Tel: (905) 477-23)1 Fax. <905/ 477-3933 
Toll Free <800) 663-766 2 

_ ,nC 'n'<l5T2A4 

Tel: <905) 670-0650 Fax: (90S) 67072379 

Logic Controls Canada Inc. 

13980 Bridgeport Rd Richmond. BC V6V 1V3 
Tel: (604) 267-2360 Fax. <604) 267(2398 
Branch Office 

Scarborough ON Tel: (416) 391-0864 j Fax 1 <416) 3 

Logitech Canada. Inc. 

5025 Orbitor Dr . Bk)g 6 Ste200, 

Mississauga, Ont L4W4Y5 
Tel. <905. 1 629-2006 
Lonson Group 
*3-3511 V -- 
Tel: (604) . 

Mackie Enterprises Ltd. 

*180-1 2868 Clarke Place. Richmond, B.C V6V2H1 
Tel <604)270-3386 Fax: <604) 270-2289 
Macom Canada Inc. 

500 Ak Jen Road. Unit 7. Markham, Ont L3R SHS 
Tel (905) 479-0270 Far <905) 4791774 


Markham Computer Corp. 

201 Whitehall Drive. Markham, Ont. L3R 9Y3 
Tel: (905) 475-5100 Fax (905) 475-8955 
Branch office: 

Richmond. B.C. Tel (604) 273-91 14 Fax: <604 
Matrox Graphics 
1025 51 Regis S' J 
Tel (5141 685-2 
Matsushita Electric of Canada (Panasonic) 
5770 Ambler Dr , Mississauga. Ont. L4W2T3 
Tel (905) 238-2320 Fax: <905) 238-241 7 


Calgary. A). 


at- <403) 295-31 12 Fax: (403) 295-5493 


IPC Personal Computers (3D Microcomputers) 

350 Steekase Rd. W, Markham. Ont i I3R 183 
Tel: <905)479 8822 Fax: (905) 479-2688 
Jaba Systems Inc. 

BO Shield Court. Markham. Ont L3RSTS 
Tel: <905) 477 6363 Fax <905) 477X891 
Kao Infosystems Canada Inc. 

10 DM Dr . P.o. Box 41. Amprior, Opt- K7S3H2 
Tel: <613) 623 7901 Fax <6 13) 623-2886 

Blanche::-:--: 

Mississauga. Ont: Tel: (4161 8908590 Fax. (416) 890-859S 
Vancouver, B C Tel <6 04) 431 -9599 Fax : <604)4319530 
KMI Electronics Inc. ] 

Tel. (905) 946-9533 Fax: (905) 946^535 

Kodak Canada Inc. 

3500 EgTmton Ave. West. Toronto. Ont. M6M 1V3 
Tel: (416) 766 8233 Fax: (416) 761-4409 
Landmark Computer Exhibitions. Inc. 

14 HoKs Crescent Holland Landing. On: LON 1E7 
Tel: (BOO) 265-7081 Fax back: <905) 853 3210 


Richmond. 8 C Tel: 1604) 278-421 1 Fax: <604) 27851 16 
Montreal. Oue Tel: (514) 633-3503 Fax: <514) 633-1086 

Maxell Canada 

1 1 1 Staffern Dr., Concord. Ont L4K 2R2 
Tel: <905 ) 669-8107 Fax: <669-8108 
Branch offices 1 

Montreal. Oue. Tel <514) 443-8371 Fax: (514) 421-3950 
Vancouver. B C Tel: <604) 439-7798 Fax: <604)439-7017 
McKinnon Micro Distributing 
# 1 70- 12815 Clarke Place. Richmond, BC V8V 2H 9 
Tel (604) 279-9917 Fax: (604) 279-9918 
Memory House Inc. 

*225 - 1071 1 Cambie Road, Richmond. B.C. V6X 3G5 
Tel: <6 04) 821-1178 Fax: (604) 821-1 107 


St Laurent QC 
Richmond. B.C 

Micrografx 

3242 Hazelwood Ave . Burlington, Ont L7M 2T4 
Tel 1 (905) 332-6641 Fax. <905)332-8123 
Mindflight Technology Inc. 

1 995 Boundary Road. 2nd Floor, Vancouver. B.C. VSM 3Y7 






Mini 


Office Automation 

10-3320 Jacombs Road. Richmond, B 
<604) 2780783 Fax. <6 04) 278-6 


MIT Computer Supplies Co. L 

40 Shields Court 1-2. Markham. Ont. L3R 0MI 
Tel: (905) 946-0908 Fax: (905) 946-8749 
Toll Free : 1-8087985225 
Website: http:llwwwmicroiack.com 


e Markham, Ont. L3R 0)2 
Tel: <905)4757728 
Motion Works Corp. 

1020 Mainland St. Suite 130. Vancouver. B.C V 


Multimedia Solutions Inc. 

Lower 1401. 2nd St SW Calgary. Alberta, T2R 0W7 
Tel: (403) 233-941 1 Fax. <403) 233-7757 
National Computer Products 
16636 ■ 117th Avenue , Edmonton. AB T5M 3W2 
Tel: (403) 454-7400 Fax: (403) 455-5 439 
Ton Free Sales <800) 661-6959 

Nfssbaumpnt Tel: BOS 6250125 Fax: 905)6254885 
Vancou.er.aC Tel <604)2553400 Fax: <604) 253-4249 
Tel 1 <403) 262-7270 Fax: <403) 455-5439 
NEBS Business Forms Ltd. 

330 CrarMn Cr . Midland, Ont. L4R4V 9 
Tel: <7051526 4233 Fax: (70S 526-0570 
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Nextech 

(45 0 Lodestar Rood, Unit 1, Downsview. Ont M. 
Tel. 1416) 638-8060 Email, nextech@intertog.co 

NMB Precision Inc. 

370 Britannia Rd £., Unites. 

Mississauga. Or ' 


4) 990 0889 fax 1604) 990-0899 
Montreal Tel: (514) 368-9903 fax. (514) 368-9906 
Novell Canada Ltd. 

3100 Steeles Aire. £ Markham. Ont. L3R BT3 
Tel ■ < 90S) 940-1670 Fax: (9051 940 2688 

2735 Matheson BlvdE , Mississauga. Ont L4W4M8 
Tel. (905) 238-4250 Fax: (90S) 238-442 1 
Toll free 1 800-654-3282 
Ongoing Results Ltd. 

48- 1 7 7 Rmgwood Dr.. Stouffville. Ont. L4A BCt 
Tel: (905)642-3500 Fax. (905) 642-3545 


Oracle 


o. Canad 


'no : lOMatl ■ . ■ Bex. exam .: 

Minfewga, Ont. L5R 3P4 

Tel (905) 890-8100 Fax: (9 05) 8 




Orchestra MultiSystems Canada Inc. 

4444 Eastgate Parkway, Unit 4. 

Mississauga, Ont. L4W4T6 

Tel. (905 ) 6 25-7783 Fax (905) 6 24-3834 

Pacific Foremost Tech. Corp. (Precision) 
#168- 13982 CambieRoad. Richmond B.C V6V2K2 
Tel' (604)270-4455 Fax: (604) 270-4488 
Pacific Ram Distribution Corp. 

Suite 135- 1 2830 Clarke Place. Richmond B.C V6V2H6 
Tel: (6 04) 279-0753 Fax: (604) 279-0748 
Pacific Royal Enterprises Ltd. 

383- ’3988 Cambie Road. Richmond B.C 
Tel (604) 279-873’ Fax (604) 279-8739 
Toll-Free: ( 800-538-8212 
Packard Bell Electronics 


I ! 82 Sanford St. Winnipeg Man. R3E 229 
Tel: (204) 774 6051 Fax. (204) 774-6045 
Toll-Free: I -800-665 3095. 

Paltech Solutions 

Bay 4.417. S3 Aveue SE. Calgary. Alberta T2H 2E7 
Tel. (403) 255-5646 Fax . (403) 255-5759 

PC Craft Inc. 

75 Konrad Cres . Unit A, Markham. Ont L3R 8T8 
Tel (905) 475-5 1 77 Fax: (90S) 475-2893 

PC DOCS Group International Inc. 


Tel: (514)334-9340 Fax. (514) 334-767’ 


Calgary. 7 

Markham. Ont Tel (905) 5(3-5777 Fax: (90 5) 5(3-5770 
St Laurent QC Tel (5(4) 956-1234 Fax ■ ( 5(4)956-1099 
Ottawa, Ont. Tel (613) 745-1888 


Perle Systems Ltd. 

60 Renfrew Drive, Mat 
Tel (905) 475-8885 


Tel. (7(4) 789-3000 


Pioneer Electronic of Canada Inc. 

300 Allstate Parkway. Markham, ORt. L3R 0P2 
Tel' (905) 946-7427 Fax: (905/ 946-7417 
Toll- free I -800-850 1703 

Powernode Computer Inc. 


Teh (604)582-7488 Fax. (604) 582-7399 
Progress Marketing Inc. 

140 6755 Graybar Road. Richmond B.C Vt 
Tel. (6 04) 821-0066 Fax (604) 8210 1 It 
Toll-Free ’ 800-818-6944 


Promar Enterprise 

2595 F 8th Avenue. Vs 
Tel: (604) 25 ’ 5768 i 

Protec Microsysten 


Toll-Free:(800) 267-4686 (905) 6 29-3737 

Fax ■ (800) 665- 1 9 82. (90S 629 1 982 
Pucka Computer Corp. ! 

50 Don Park Rd.. Unit 5.6 Makham.lpnt. L3R 1)3 
Tel. (90S) 940-9839 Fax (905) 94(3.6977 
QDI Computer (Canada) 

Tel (905) 940-3827 Fax (90S) 940-9709 
Tel. (604)278-6789 Fax- (604) 278-89 18 

QMS Canada Inc. 

2600 Skymark Ave Ste. 5. Mississauga, Ont LAW 5B2 
Tel: (905)206-0848 Fax- (905) 2060903 

QNETIX Distribution 

1155 ROmpLevesQue West. Suite 816. Montreal. Que. 
Tel: (5 14) 875-2643 Fax (SI 4) 87^9996 
roe Free-kaSo 860-6389 Web SiteJjhttp hwww.gnetix 
Quest Components Inc. 

795 Warden Ave. Scarborough. Ond MU 4C4 
TeT (4 16) 751-8888 Fax. (4161 751-5637 
Radius Inc.. Canada 
250 The Esplanade. Tt " 


si: 1 416) 777-9900 Fax (4 

RC Electronics 


Tel: 505) a ' 5 


'4. Markham. Ontario 13 
‘ 4/ffi603 


Ready Computer Internatioi 

Kfl 0 *111060 Clarke Place. Rithmor^l B.C. V6V 2HI 

Tel: (694)270-7618 Fax. 


!. Richmond B.C. V6V 2H 
(604) 27017658 

ir onies Canada Inc. 


Samsung Electronics , 

7037 Financial Dr. Mssissauga, Ont. LSI 6R3 
Te l- (90S) 542 3535 fax: (905) 542.3835 

it Computer. Inc. 


ei (418)872-3492 Fax- (418) 872-1968 



Tel: (604) 278-4466 \Fax. (604) 278-2599 
Montreal OC Tel (514) 342-0290 jfiw: (514) 342-8494 
ScanSource Canada Ltd. 

4200. 10310-1 76 Street NW. Edmonton. AB 1SS 113 
Tel. (403) 486-4953 Fax (403) 484-87 67 

ee Tel (800) 665-SCAN Fax. (SCO) 663-SCAN 


Scene 2 Ir 

136 Winges Rood. Suite 8, Woodbrn 




v. Toronto. C 
16) 922-09) 


Ont MSS INS 
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SDMS Ltd. 


ttl - 3531 lacombs Road, Richmond, B.C V6V 1Z8 
Tel- (6 04) 270-6787 Fax 1604) 270-4556 
Toll Free: (800) 6 77-SDMS 
Branch Offices 

Mississauga. Ont Tel (90S 564-4897 Fax: (90S 564-5920 
Montreal Que. Tel. (51 4) 343-9998 Fax: (514) 343-4421 
Seanix Technology Inc. 

*’40 663’ Fin, bridge Way. 

Richmond B.C V7C4N1 

Tel. (604) 273-3692 Fax: (604) 276-8179 

Branch Offices 

Calgary, AB. Tel. (403) 291-9141 Fax: (403) 291-3916 
Concord. Ont Tel. (905) 660-8829 Fax (90S) 66 0-8840 
Serviceworks Distribution Inc. 

13880 Mayfield Place Richmond. BC V6V 2N7 
Tel. (604/ 273-4453 Fax (604)270-7150 
Branch Office- 

Mississauga ON Tel: (905) 712-2000 Fax. (905) 712-0041 
St Laurent QC Tel- (514)344-4044 Fax: (514) 3444008 


Sharp Electronics of Canada 

335 Britannia Rd Fast. Mississauga, Onf. L4Z 1W9 

Tel (905) 890-2100 Fax: (90S) S68 7109 

Shikatronics Inc 

Ste 204. 30 Taschereau BKd West 

LaPraine Qjebec J5R5H7 

Tel: (514) 444-4200 Fax: 15 14) 444-969 6 

Toll-Free' 1-800-637-6477 

66 Leek Crescnt. Richmond Hill. Toronto. Ont LAB ’)/ 
TeT (905) 882-1600 Fax: (90S) 882 2429 
Wab Site http.nwwwsidus.ca 

Edmonton, : TeT (403) 424-2987 
Winnipeg, Tel: (204) 287-8993 
Ottawa. TeT (613) 749-1777 
Montreal Tel. (514) 731-9050 
Halifax Tel: (9021 420 9460 
Austin TX Tel: (51 2) 349-7345 
Simple Technology Inc. 

W50S Catdari Road Concord. Ont L4K 4N8 
Tel: <905 ) 738-7122 Fax. (905) 738-7120 
Toll-Free. (800) 565-7157 


Fax:(604)322-1722 
Fax: (403) 424-8634 
Fax. (204) 287-8767 
Fax: (613) 749-3850 

Fax (902) 420-2762 
Fax: (51 2) 349-7346 


Skyway Computer Cen 


Sola Canada 

1600 Aimer, Blvd. Unit 9, 
Mississauga. Ont L4W 1V1 


SonLab Pro-Sonic Electronic Supplies Inc. 

TeT ©oTafs-SSSS^a* ©05)41 W©89 
Sony of Canada Ltd. 

Computer and Personal Information Products 
405 Cordon Baker Rd.. Willowdale, Ont. M2H 256 
Tel: ( 416)499-1414 Fax (416)497-1774 


SPEC Research Inc. 


’ 9433 San Jose City of Industry, CA. USA 9 1 748 
Tel. (909/595-1258 Fax. (909) 595-5176 
Branch Office 

North West Tel: (510) 440-8190 Fax: (5 10) 440-8191 

Spectrum Signal Processing Inc. 

8525BaxrerP1 . 100 Pmduction Court 
Burnaby BCVSA4V7 

Tel: (604)421 5422 fax (604) 421-1764 


StarTech Computer Products 

175 Stronach Crescent London. Ont N5V3C5 
TeT (519) 455-9675 Fax: (519) 455-9425 
Internet: startech tomputerdonhnesys com 

STD Systems Inc. 

861 Consortium Court. London. Ont N6E 258 
lei (519) 6 80-3333 Fax (519) 680-2939 

Edmonton, AB.' Tel: ( 403)4666800 Fax. (403) 465-5355 
Richmond BC Tel: (604) 278-2893 Fax. (604) 278-2867 
Dartmouth. NS: Tel: (902) 468-3221 Fax. (90!) 468-101 7 
Toronto. Ont Tel ■ (905) 477-0388 Fax ■ (905) 4 77-01 1 7 
Calgary, AB Tel. (403) 250-9575 Fax: (403) 250-9544 
Montreal. Oue Tel: (514) 334-9340 Fax: (514)334 7671 
Ottawa. Ont Tel. (613) 736 7282 Fax. (613) 736-7289 


SOURCING DIRECTORY 


Stealth Computer Corp. 

179! Albion Rd, Toronlo. On t M9W 5S7 
Tel- <416)674-3800 Fax: (416) 674-1225 

Sun Microsystems of Canada Inc. 


Tel: <6 04) 437-3388 Fa 


Tel (905)415-1166 Fax: (905) 415-1177 

Richmond. BC ' Tel: (604) 176-2677 Fax. (604) 27643807 

Symantec Canada 

895 Don Mitts Rd . 500-2 Park Centre. 

Toronto.Ont. M3C 1W3 

Tel (416)446-8495 Fax- (416) 443-4318 

Target Electronics 


52-9400 Ft 


6) 862 95 


14)303-9199 

Tech Data Canada Inc. 

5895 Columbus Road. 


?/' (905) 670-8899 Fax. ti 


0) 663-0968 

n. but M9M2L4 


79-89 72 


Western Digital Canada Corp. 

50 Bumhamthorpe RdW.Ste 710 
MOs&auga. On L5B3C2 


Branch offices: 

Montreal. Que : Tel: (514) 339-1885 for: (514) 339-1882 
Vancouver, B.C : Tel: (604) 482 8649 fir (604) 482-4285 
Trumpet Distributors Ltd. 
unit 2 138-20800 Westminster Hwy., 

Richmond. BCV6V2W3 
Tel. 1-888-881-2288 Fax: (604) 279-fS 
TTX Canada Inc. 

14- 1200 Aerowood Drive. 

Missioaga,^0ntA4W 257 ^ 

B ^r,el. (604) 270-31 
Calgary Tel- (905) 250-61 
Winnipeg: Tel: (204) 633-71 
TVM Video & Monitor Canada 
13980 Bridgeport Road , Richmond. B.C 
Tel (604/ 276-0096 Fax: (604) 276-tt 


Tel- (6041 276-9986 Fax: I 
Urtec Datalink 
129 Telson Rd. Markham. Oi 
Tel (90S) 41541145 Fax: <9 
U.S. Robotics, MCC 
5 420 rvorth Service Road. 


White Knight Distributing 


1 05-3760 JacombsRd, Richmond. B 


Richmond Ml.Ont. lei : (903 886-3862 Fax' (905) 886-3090 
Toll 1-800652-5039 

Calgary. AB . Tel 1 403 1 291-1688 Fax. (403) 291-0889 


Tel. (519) 747-9900 Fax (519/ 
http:iiMWv.rwg.on.ca 

Wong's Industrial Toronto 


0. Waterloo. Ont N2V2C7 


Xerox Canada LI 


Markham, Ont. L4C 955 


th York. Ont. M2M 4 07 


Texas Instruments Canada Ltd. 

Personal Productivity Products 

41 Shelley Rd . Richmond Hill, ON LAC 5G4 

Tel: (905) 884-9 181 Fax. (905 ) 884-28 1 9 

The Source Code Escrow Company Ltd. 

Suite 708. 330 Bay Street, 


Top Link Distribution 

Richmond, B.C V6X3H4 


Unit 1 3 Richmond Hilt Ont. L4B3X1 
Tel (905) 886-8122 Fax: (90S ) 886 6452 
1-800-268-4049 
Toshiba of Canada Ltd. 

191 McNabb St. Markham. O, 
fe 90S 470 3478 Far 


Trice International Co. 


4) 6 08-0288 Fax : (6 04) 608-0286 


Tel (416)491-7088 Fax. ( 416)491-6314 

VTech Computer Systems Inc. 

480 Hood Road. Unit I. Marham. Or#. L3R 92 
Tel: (905) 477-2818 Fax: (905) 94 0^818 


el (604) 276-0588 I 




Richmond: Tel: (604) 303 2500 
Calgary: Teh (403) 248-3883 Fax. (4031 248-3926 

Edmonton- Tel: (403) 455-4544 Fax:(403)455-0733 
Ottawa Tel (613) 782-2360 Fax: (613) 7822219 

Via one Tel. (604/ 595-71 1 1 Fax- (604) 595-71 1 1 

Quebec City: Tel: 1418) 626 2080 Fax (418) 626-5044 


Tel: (902)468-1088 Fax 

Wall Data (Canada) 

1595 16th Avei Suite 30. 

Tel: 1905) . 77 1 -6463 Fax 


Waveform Technologies In 

Unit 44. 7218 Progress Way. Dell 
lei: (6 04) 946-WAVE (9283) Fa: 


(604) 276-2059 
(403) 652 5228 
(204) 284-2819 
(514) 333-1482 
(418)681-4370 




4490 Chesswood^ Dr , Unit 
http n www.webxpres.com 

13988 Cambie Road, Suite 373, Rchmord. 8 C 
Tel: (604) 279-1866 Fax : (604) 27911867 
Richmond Hill- Tel: 1905) 886-0390 Rax: 1905) 


:::::- v ' 7 .. ■- 

4)344-5151 Fax (514) 344-0855 
!. 800-667-6/69 

jbon (1993. 

WWW 


Tel- 1905^07-2600 Fax (905) 507-2828 

X-CEL 4lnc. 

6765 Cote de Uesse. Suite 213. 

Tel: (5 14) 737-7433 Fax. (5 14) 334-466 1 

X-CEL Computer Hardware & Softw; 

5 315 Tomken Rd.. Unit 10 Mississauga. Ont. L 
Tel: (905)238-3588 Fax: (905) 238 3349 

YHC Cassette Industrial Ltd. 

7 5 Salisbury Sq.. Scarborough , Ont M1V3K1 

Zenith Data Systems Canada Ltd. 

675IQ) ihrane Drive. Suite 101, 

Marfmm. Ont. L3R 0B8 

Tel: (800) 749 0813 Fax (416) 756-21 17 


Zercom Technologies 


Zida Technologies Canada Ltd. 

60 Amber St, Unit 9. Markham, Ont. L3R22 
Tel: (905) 474-9832 Fax: (905) 474-09 1 1 


Zorin Systems Corp. 




To be 


scludcd ir 
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Canadian Computer Wholesaler Announces 

CCW TEST LAB 


the only Canadian test facility 
that generates monthly reports about computer equipment for the 
Canadian marketplace. If you want your product independently 
reviewed and the results delivered to resellers across Canada, 
you have one, and only one, choice - CCW TEST LAB. 


CCW EDITORIAL SCHEDULE 


AD CLOSED DISTRIBUTION 





MULTIMEDIA 


continued from page 51 

“Multimedia is an appeal to all the 
human senses," he says. “It appeals to sight, 
sound, smell, and emotion in an effort to cre- 
ate an more lasting message. We have been 
able to incorporate everything but smell in the 
hardware and software we run." Appealing 
graphics and sounds enhances visual commu- 
nication and empowers creative expression 
by reminding the viewer about the central 
message, he says. Graphics and multimedia 
will become impera- 


Because of its interactive clement, with 
sound clips and animation, multimedia is 
viewed as the logical next step up from com- 
puter-based training which has continued 
many of the conventional methods of learn- 
ing from a textbook. 

“The technology-based format is 
becoming an increasingly popular method of 
delivering training," says Christiane Morretti. 
IT training and education research consultant 
at International Data Corp. (Canada) Ltd. 
says. “It’s seen as cost-effective. It provides 
just-in-time training and it fits in better with 
students' schedules. The only drawback is 
that it lacks a human element, which can be 
extremely restrictive.” 

Still, more than 76 per cent of the train- 
ing market remains instructor-led. However, 
every year multimedia is making up a larger 
and larger percentage of training. Because of 
the software component, training has now 
become a product instead of just a service and 
has created an opportunity for wholesalers to 
sell into that market-place. 

"Frankly, we don't often get a lot of 
inquiries from our clients about where multi- 
media is going because they have a bigger 


picture of the world." sayd IDC channels 
research consultant. Tony Olvet. IDC doesn't 
have a separate line in its analysis program 
for multimedia, lumping it idto a catchall cat- 
egory it calls “other peripheral products" that 
includes CD-ROMs and sound cards but not 
high-end monitors and software. 

In 1995. within the wholesale distribu- 
tion channels in Canada the 'pther peripheral' 
segment grew by 54 per cent, considerably 
faster than the rest of the distributor channel 
which grew by 26 per cent. Olvet anticipates 
a growth of these 
peripheral prod- 
ucts, especially in 
tlte wholesale dis- 
tributor channels, 
because the pack- 
aged-oriented. 
ccSmmodily-type 
products suit this 
channel better than 
complex multi-user 
UNIX systems. 

“Multimedia is 
probably the most 
ambiguous term 
you'll ever hear." according to Glenn Wilson, 
business development manger for Kinetix. the 
multimedia subsidiary of Autodesk Inc., which 
makes 3-D animation and paint programs. 

"It is like artificial intelligence was in 
the 1980s. You heard about it though you 
never actually saw it. But ( Al) is actually run- 
ning your street lights and your car’s emis- 
sion control system. It is a technology that is 
underlying. People will be using multimedia 
but it's not going to called njullimedia." 

“MIS people are being 
very Calvinistic. They 
are gatekeepers of 
seriousness." 

— David Jones 


While multimedia is already a part of 
life now. it's going to increase logarithmical- 
ly in the future. Wilson says, jjust as every PC 
sold today has a CD-ROM, a video card, 
high-end color and sound capabilities, he 
thinks every PC will have MPEG video and 
higher-end sound capabilities. 


While the consumer side is driven by 
video games, the corporate side is driven by 
what users need to get the job done. “In the 
corporate world, if you don't have that sexy 
presentation, it's just not going to fly." Wilson 
says. The three markets Kcnctix addresses 
are: high-end film and video broadcast pro- 
ducers: games producers; and architects and 
mechanical engineers who are using multi- 
media to build realistic models to offer a visu- 
al preview of their plans. 

The multimedia and animation business 
is growing al a phenomenal rate. Wilson says, 
and this is an opportunity for wholesalers and 
resellers to get into an area where “there are 
still margin dollars to be made." 

With so many PC sellers assembling and 
selling direct for low margins, the way to 
make money, he advises, is to sell true multi- 
media PCs. “Anybody can put together a PC 
and add 16MB RAM and a sound card and 
call it a multimedia PC. But a real multimedia 
PC requires specialty cards and connectivity 
that you have to source and these are the 
opportunities to make some money from PCs 

Multimedia defies categories. David 
Jones, group product manager multimedia for 
ATI Technologies Inc. says. Every time a 
multimedia technology, such as CD-ROM. 
for example, becomes mainstream, it 
becomes its own selling category. To shape 
the next mainstream products. ATI is devel- 
oping a TV tuner for the computer, video 
capture. MPEG playback and videoconfer- 

Inexpensive videoconferencing is the 
next practical use for multimedia. Jones says. 
The technology necessary for it to become 
mainstream are just becoming available and 
affordable. He sees videoconferencing as a 
boon to telecommuting because it will make 
it inexpensive to work at home, while still 
integrated into the workplace. The customer 
will want multimedia, he says, because it is 
there and accomplishes things that are enjoy- 
able. “MIS people arc being very Calvinist,” 
ATI's David Jones says. 

"They are gatekeepers of seriousness. 
But they can only stem the tide for four quar- 
ters. The sound card and CD-ROM drive they 
saw no business application for. is now stan- 
dard. We arc gravitating towards a point 
where the word multimedia will disappear 
and become a quaint old expression.” Ks'.'l 



the Internet and 
have and need to 
ovecome the barri- 
ers of languages 
and cultures. 

More and I 

more training and I 

education compa- j 

nies are looking to | 

multimedia as a 

means of deliver- The Avid Cinema digital video editing 

ine their services W< em ' ^signed tor the non-professional, was developed by Apple 
- Computer Inc. m coniunction with Avid Technology Inc. 

to their clients. 
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Monitor P531 


• Reduced, compact casing 

• Smaller footprint Learn and Compare 

• Low radiation 


• Windows '95 compatible 

• On-screen display 

• High resolution 

• Small dot pitch 

• Energy Star compliant 

• New, user-friendly design 

• 3 year limited warranty 

3 ^ T ^ _' 3 ' 
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Our monitor., on average, are 10 
lo 15% brighter (typical range is 
28-.WFI - Sceptre 33M) «ith 70 to 
90% stronger contrast (Sceptre 
monitors use 2” block white signal 
at 80FI- others 40-45FI). 

Sharper images and more vivid col- 
ors are the proof. 

Judge for yourself. 




Call Your Distributor Today 



905-513-9300 



PEOPLE 


IBM Canada shuffles senior management position 

IBM Canada Lid. has announced George Khoury. vice-president and 
general manager, services, has left the country to take over as general 
manager, services. Latin America — with headquarters in Mount 
Pleasant. New York. 

Meanwhile. Ed Kilroy is moving to the position of vice-president 
and general manager, services. He will assume responsibility for IBM's 
consulting group, systems integration, maintenance and availability 
management, network services, education, training services and man- 
aged operations. 

Alan Hilliard becomes vice-president and general manager, market- 
ing. He will be responsible for marketing IBM's server products, includ- 
ing the AS/400, RS/6000, Systent/390. storage systems and IBM print- 
ing systems. 

Norbert Dawalibi lakes over as vice-president and general manager, 
software and network computing. He will handle marketing of IBM's 
software, networking and Internet products. 

In other news at IBM Canada. Greg Gulyas becomes general man- 
ager. System/ 390: and Patrician Ryan takes over as general manager, 
networking. 

Neil Isford. on assignment from IBM Canada to IBM U.S.. has been 
named vice-president, network computing. 

Quarterdeck's Bastiaens resigns from his CEO post 
Quarterdeck Corp. has announced the resignation of its CEO. Gaston 
Bastiaens. He successfully rebuilt Quarterdeck with a family of 
Internet-related products and an aggressive acquisition strategy before a 
recent third-quarter report registered significant losses. 

Bastiaens. previously an executive at Apple Computer Inc., came to 
a troubled Quarterdeck in late 1994. In a short time, company insiders 
called him a visionary as he took Quarterdeck from a memory-manage- 
ment products company to one with a multifaceted line of products cen- 
tering around the Internet. The company, under Bastiaens' control, grew 
from USS27 million to USSI40 million in revenues with five strong 

An executive search to find a successor is underway. Until then, 
board member King R. Lee and Anatoly Tikhman, Quarterdeck's cur- 
rent senior vice-president and head of its Utilities Business Unit, will 
manage the company under a temporary Office of the President. Lee ran 
the company under similar circumstances before the arrival of 

Tikhman recently joined Quarterdeck's executive team after 
Quarterdeck acquired Vertisoft where he was CEO. 

Quarterdeck confirmed Bastiaens will continue as a director and consultant. 

Compaq appoints market manager, commercial sector 

Compaq Canada Inc. has appointed Cheryl Giblon as the market man- 
ager. commercial sector. 

She recently joined the Richmond Hill. Ont.-based company after 
more than 10 years in marketing and sales with other high-technology 

Most recently. Giblon established and operating the Canadian busi- 
ness development and marketing functions for Bell Sygma Inc. 

Develcon shuffles executive suite, seeking profitibility 

In an effort to regain profitability. Develcon Electronics Inc., of 
Saskatoon, has cut 37 jobs and made some management changes. 

Douglas Freestone has resigned as vice-president of technology and 
director, and George Best, fonner vice-president of marketing, has 
become regional sales manager for the western United States. Geoffrey 
Bennett, who took over as chief executive on Aug. 2. announced the 
changes, saying Develcon needs to refocus its operations and bring costs 
in line with its revenues. Develcon makes telecommunications equipment. 
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Ingram announces round of promotions 

Weston. Ont.-based distributor Ingram Micro Inc. (Canada) has 
announced a slew of promotions afTccling top management. 

Bob Carbrey, who has been with the organi- 
ttion since 1984. has been promoted to senior 
ice-president, finance and administration. 
According to Ingram, his accomplishments 
include: development the company's credit 
function: implementing strong financial controls 
and managing foreign exchange activities. 
Andrew Kieran has been promoted tc 
vice-president, purchasing. Since he joined the 
company in 1989. Kieran has overseen the ct 


tounced a slew ot 

E 


panics growth ti 
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e than 500 vendors and 
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Gordon Schofield has 
been promoted to senior 
vice-president, sales. According to Ingram, he has 
helped solidify relationships with Canadian 
resellers and has helped build the Ingram sales 
:e he joined the company in 1994. 

Alko at Ingram: Martin Kalsbcek has been promoted to senior 
director, sales, consumer markets division: Christine Groole has been 
promoted to director, purchasing; and Al Naslurzio has been promot- 
ed to senior manager, technical services. H23 
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REWARD... 

Your Customers? Your Staff? Yourself 

We specialize in all types of travel 
...business, leisure, incentive 


UM 51 QBE 

Travel 

UNIGLOBE Network Travel 
1 - 800 - 663-3441 

Fax : (604) 482-8099 
Email : uniglobe@iceonline.com 
URL : http://www.iceonline.com/uniglobe 



•ATALINK 

\ bur Multimedia Source 


6MS offers muttimeia 
products from these fine 
manufacturers: 

GOLDSTAR, VIRTUAL I/O, 

IMSI, Audio TECH NiCA, 

STARPRESS. HP, AITECH, [ 

MEDIATRIX. LINNE LIGHT, | 

ANTECH, TELEVIDEO, 

COMFY. DATACAL, CATMBRIxl 
YAMAHA, TURTLE-BEACH, I 
MIRO, JAZZ, ABRACDATA, I 
JBL, PANASONIC, JVC, 

PIONEER. RELISYS, SONY, I 
COMPRO, IBM MULTIMEDIA, l 
LASERMATE, LASERWAVE, | 

CHINON, PLANTRONIS, 

NAKAMICHI, HITACH, MASQUE, 

OCEAN, BFS, LUCAS ARTS, 

GRAPHIC ZONE, TIME WARNER, 

PRO CO. ELECTRONIC ARTS, 

OPTICAL DATA, COREL. ARGOS, 

SIERRA, VIRGIN. ALLEGRO, 

MINDSCAPE, MEDIA DEPOT, 

MICROLEAGUE. INTERPLAY, 

BRODERBUND. FOX. GTE, 

AXONI MICROSOFT. ESSEX, 

MICROFORUM, MERIT, JONES, 

U.S. GOLD, INTELLIMEDIA, 

PHILIPS NEW MEDIA, 

BLUE BYTE, CASIO, TIMEX, 

BOOKS THAT WORK, 

CD WORLD, 

GIVIS Datalink 

International Corp. 


ft!) PIONEER 

The Art of Entertainment * 

DRM-624X 

THE HIGIKfEtt SIX DBf ( D ROM CiUVGEK 
► 676UVsec sustained data transfer rate. 


NEW RELEASE 

NEW TECHNOLOGY 10X SCSI 
DR-412 



MFC-2 coup* 
Supports atm 
10X EID£ ATI 


MEDIA 1, MEDIA 2, MEDIA 3, MEDIA 4, Ensemble 

► High performance personal monitor loudspeaker 

► High performance dividing network 

► Provides full-range, low distortion reproduction in a variety of applications 

► Compact and durable, performs equally well in recording studios 

► Full power and price range 

► Subwoofer extends low frequency response 


h) audiotechnica 

MT858 Universal Computer 
Gooseneck Microphone 



JAZZ 


ATR65 Unidirectional 
Computer Microphone 

W Ideal for voice- 
controlled 
computer systems, 
computer 
telephony, 

ith Sound Blaster* or 

rated 7.2’ (2.2 m) 
th 3.5 mm mini-plug 
Includes Velcro' for mounting base to 
compter or monitor, plus clothing clip for 


J-902 

POWERED SUBWOOFER & SATELLITES 

► Extends low frequency response down to 35Hz 
to add deep, powerful bass to any multimedia 
computer system 

► Two powered satellite speakers are 
electronically controlled and magnetically 

► Satellite speakers Will receive audio input 
(and output sound) even when the subwoofe 
turned off 

► Subwoofer is available separately and is 
compatible with mpst leading external computer 
speakers systems j 

► Adds a full 18-wat^ (25-watls maximum) of audio 

- de most computer speaker systems ► 4.5" x 9.2" 

' JAZZ product also available from Brands (905) 771-1888 


J-590 


rset Graphic equalu 


Unit 6- 44 E. Beaver Creek Road, 
Richmond Hill, Ontario L4B1H3 
Phone (905) 771-1188 Fax (905) 771-1131 

1-800-361-3234 


d Gaon (5 14) 745-0536 

#102 342 East Kent Ave. 
Vancouver B.C.V5X4N6 
Phone (604) 327-4335 Fax (604) 327-2600 

1-800-750-4848 



